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Either NAIC Or Federal 
Government Must Keep 


Rate Laws Modern: Dodd 


Sen. Thomas J. Dodd of Connecticut, 
selected by Sen. Kefauver of Tennes- 
see to take charge of any future hear- 
ings on insurance by the Senate anti- 
trust and monopoly subcommittee, told 
Zone 4 of NAIC at its meeting last 
week in Milwaukee that it is impor- 
tant the commissioners assert their 
leadership to bring about eradication 
of outmoded rating laws. The senator 
underscored this point in his manu- 
script. His reference was to that part 
of the report of the Senate subcom- 
mittee which expressed the belief that 
state rating laws that compel mem- 
bership in rating bureaus, prohibit 
deviations or eliminate price competi- 
tion to establishment of uniform rates 
are in conflict with the purposes and 
spirit of the McCarran act. 


Notes Recommendation 


It has already been recommended 
by the subcommittee, the Senator 
pointed out, that the Department of 
Justice commence whatever proceed- 
ings may be appropriate to eliminate 
“these basic conflicts,’ but the re- 





Debate ‘Fleet’ Plan 
In Franchise Field 


The new National Bureau “fleet” 
rating plan for automobile and general 
liability and burglary and glass in 
the franchise business field was one 
of the liveliest topics of debate at the 
meeting of the National Board of 
State Directors during the annual con- 
vention in Dallas of National Assn. of 
Insurance Agents. 

Few agents knew about the plan, 
though it has been approved in some 
30 states and filed in 45. It is designed 
to meet the competition of independ- 
ent insurers, including, it is said, some 
of the exclusive agent companies, in 
what one agent described as the most 
rapidly growing section of the econo- 
my—the operation of businesses under 
franchise. 


Want National Level Action 


Some of the directors indicated they 
thought action on the plan should be 
taken at the national level. However, 
the suggestion that the matter be 
handled at the state level appeared to 
represent the majority opinion of the 
directors. This was especially so after 
William Leslie Jr., general manager 
National Bureau, said the bureau staff 
was ready, willing, and able to go to 
any jurisdiction in the union, from 
Alaska to Puerto Rico and from 
Hawaii to Maine, to explain ‘the cover- 
age and rate discounting under the 
plan. He went so far as to offer bureau 
minutes in which the coverage was 
discussed for reading by directors or 
State associations. Those minutes, he 
indicated, disclose the fact that the 
plan is designed to meet competition 

(CONTINUED ON PAGE 34) 


sponsibility also goes to NAIC. 

“It is no exaggeration to state that 
the fate of public law 15 may well de- 
pend upon how the NAIC meets this 
challenge,” Sen. Dodd declared. He 
said the climate should be favorable 
to achieve liberalization of the rating 
laws in the direction of greater free- 
dom for all insurers, “but unfortu- 
nately formidable forces are at work 
seeking to turn the clock back further 
towards more restrictive measures. 
This should not be permitted.” 

If more and more states undertake 
to reject the competitive spirit of the 
McCarran act, he wondered what the 
alternative left to Congress would be 
except to adopt new legislation giving 
the federal government more control. 
The future of insurance regulation, 
the senator said, should not be merely 
a holding action. There is need for 
affirmative action to modernize the 

(CONTINUED ON PAGE 26) 





American States 


Takes Over Business 
Of Dubuque F.&M. 


American States of Indianapolis has 
completed arrangements to acquire 
substantially all of the outstanding 
local and general agency business of 
Dubuque Fire & Marine. Immediate 
expansion of American States’ oper- 
ations into several additional territo- 
ries—principally Iowa, Wisconsin and 
Missouri—is planned as soon as formal 
approval can be obtained from the in- 
surance departments involved. Amer- 
ican States is now licensed in seven 
states, so entry into Iowa, Wisconsin 
and Missouri would represent an al- 
most 50% expansion in its territory. 

More than 450 agents of Dubuque 
F. & M. write in excess of $2 million 
of premiums in the present American 
States territory and the three addi- 
tional states. American States expects 
to appoint and develop a high percent- 
age of the Dubuque F. & M. plant. 

Inter-Ocean Reinsurance, with 
which American States has done busi- 
ness for many years, is associated with 
American States, in some aspects of 
the transaction. In addition to the par- 
ent the Indianapolis group consists also 
of American Economy and American 
States Life. 

American States, founded in 1929, 
is one of the more aggressive inde- 
pendent companies in the midwest. Its 
1960 direct premiums were $37.6 mil- 
lion in a seven-state territory. 

Ownership of Dubuque F. &M. since 
1958 has lodged with the John Mac- 
Arthur group. Bankers Life & Casualty, 
the parent company, owns more than 
99% of Dubuque F. & M. stock. Du- 
buque F. & M. continues as a member 
of the MacArthur group and plans 
for expansion into different lines will 
be announced in due course. 


Standard Oil Buys 
Imperial C.&l. 
As An Investment 


Standard Oil of Indiana has entered 
into a contract to purchase the stock 
of Imperial Casualty & Indemnity 
owned by Watson Bros. Transporta- 
tion Co. of Omaha and Walnut Grove 
Products Co. of Atlantic, Ia. This 
would come to approximately 80% of 
the outstanding shares. 

It is the intention of Standard Oil, 
according to the company announce- 
ment, to hold Imperial Casualty & In- 
demnity as an investment. The pur- 
chase has no connection with Stand- 
ard Oil’s offering in some areas to fa- 
cilitate the sale of travel accident in- 
surance to its credit card holders, ac- 

(CONTINUED ON PAGE 39) 


NAIC Leaders To 
Meet At Chicago 


National Assn. of Insurance Com- 
missioners will hold a private discus- 
sion of the second report of the Senate 
subcommittee on anti-trust and mon- 
opoly when President T. Nelson Parker 
of Virginia meets with committee 
chairmen and vice-chairmen next week 
in Chicago at the Edgewater Beach Ho- 
tel at the same time as American Life 
Convention is holding its annual meet- 
ing there. A special meeting of the ex- 
ecutive committee also is scheduled. 
The committee chairmen will meet Oct. 
11 and the executive committee Oct. 12. 
In the afternoon of Oct. 11 there will 
be a meeting of the committee that is 
setting up a preparedness program for 

(CONTINUED ON PAGE 39) 





NAIA Asks Travel 
Club Facilities Be 
Set Up By Insurers 


Dallas Convention Draws 
2,100; Cubbedge, Glover 
Take On Administration 


DALLAS—National Assn. of Insur- 
ance Agents will recommend to the 
companies that they establish travel 
club facilities similar to National Au- 
tomobile Club of California, which was 
organized by 126 stock fire insurers 
in 1924. The purport of the resolution 
adopted by the National Board of State 
Directors at NAIA’s 65th annual meet- 
ing here was that the motor service 
clubs would be set up in every state 
where it is feasible to do so and per- 
haps in all the other 49. 

The California club and the services 
it provides motorists were described as 
a remarkably effective way of meet- 
ing competition for automobile insur- 
ance business in that state. It was 
pointed out that Allstate has organized 
a national travel club. 

The meeting here was one of the 
best attended in NAIA history. Final 
registration was 2,090. If 200 Texas 
and Louisiana agents had not can- 
celled out because of Hurricane Carla, 
attendance might have set a new re- 
cord. In spite of the fact that there 
were a number of sessions that went 
on simultaneously, with the directors 
meeting at the same times, every ses- 
sion was especially well attended, in- 
cluding the sales clinic with Herbert 
True and the Wednesday afternoon 
closing session that heard Gen. Na- 

(CONTINUED ON PAGE 22 





W. Ralph Nut- 
tall, Standish 
(standing, left), 
new treasurer of 
Michigan Assn. of 
Insurance Agents, 
photographed at 
the annual meet- 
ing on Mackinac 
Island with F. 
Loren Rogers, On- 
tonagon, the out- 
going president, 
and—front row— 
Robert S. Lapham, 
Dearborn, vice- 
president, and 
Stuart W. Doty, 
Grand Ledge, the 
new president. 
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Recruiting Requires Constant Contact 


With The Entire Field Of Employment 


The following address, “Recruiting 
and Selection of Personnel,’ was pre- 
sented by Mr. Fergason at the annual 
convention of National Assn. of Mu- 
tual Insurance Companies at New 
York. 


By GUY FERGASON 


Recruiting and selection of personnel 
calls for the same abilities found in 
successful pur- 
chasing agents: A 
knowledge of the 
market; the abil- 
ity to find a source 
when others can- 
not: the ability to 
pick out quality 
from among the 
available choices, 
and a knowledge 
of prices. Recruit- 
ing and selection 
becomes a special- 
ty when the going 
gets tough, much like the situation 
where anyone can be a purchasing 


Blackford May Quit 
Now Mich. Surety 
Question Is Settled 


LANSING—The Michigan supreme 
court’s recent order that Michigan 
Surety again be placed in custodian- 
ship appeared this week to be paving 
the way for Commissioner Frank 
Blackford to quit his departmental 
post. 

The commissioner revealed that he 
has been waiting to vacate his posi- 
tion until the outcome of the Michigan 
Surety litigation was known. He had 
taken a setback in the Ingham county 
circuit court when the company was 
returned to its management over his 
opposition. He wished, he says now, 
to remain in office until his appeal 
from the circuit court decision was 
decided. 





Guy Fergason 





Not Too Popular 


Commissioner Blackford admittedly 
has not been especially popular with 
some elements of the industry, partly 
on account of his political background 
and contentions that he was continu- 
ing to remain active in politics. He 
was so strongly opposed by the Repub- 
lican majority in the state senate that 
his appointment by former Gov. G. 
Mennen Williams and reappointment 
by Gov. John B. Swainson was never 
confirmed. The latter action came as 
a surprise since the commissioner had 
let it be known earlier that he prob- 
ably would leave his post with the 
expiration of Williams’ sixth term 
jlast Dec. 31. He has been studying law 
in Detroit, commuting back and forth 
to classes and it had been understood 
he would concentrate on that activity, 
perhaps taking a part-time position in 
the Detroit area until completion of 
his legal studies. 

The commissioner now plans to con- 
fer sometime this week with Mich- 
igan’s two Democratic senators, Pat- 
rick V. McNamara and Philip Hart, 
on undisclosed subjects which are un- 
derstood to include Blackford’s politi- 
cal future. Three has been specula- 
tion that he might rejoin, in some 
capacity, his old political sponsor, 

(CONTINUED ON PAGE 37) 


agent as long as there are surplus 
sources of supply. 

A knowledge of the recruiting mar- 
ket calls for more than a recitation 
of the sources of recruits because it 
requires a familiarity with those 
sources that are applicable and are 
productive. For example, there are 
some 16 recognized sources of recruit- 
ing, but only four or five are in our 
opinion, applicable to your situation. 

The private employment counsellor. 
Notwithstanding that recruiting and 
selecting are a large part of our pro- 
fessional services, we have observed 
that more and more companies are 
relying on trained assistance. In this 
complex and competitive labor mar- 
ket, the specialist who is in touch 
with the market can actually save a 
company money in its recruiting pro- 
gram. 

The Education Institute. This source 
includes’ colleges, universities and 
some of the high schools. Because 
these institutions have become a fa- 
miliar recruiting ground for various 
industries and business, the competi- 
tion has made them less productive 
and more selective. Salary offers by 
certain business lines have placed a 
heavy burden on the less competitive 
but highly attractive forms of business 
enterprise. 

Public Employment Offices. The 
attractiveness of the public employ- 
ment offices as a source of recruits is 
almost totally dependent upon the 
skill of the public administrator. Some 
of the states have done an admirable 
job of matching qualifications with 

(CONTINUED ON PAGE 20) 


Johnson Is Hired 
As Doctor For 
Sick Ind. Insurers 


Martin D. Johnson has joined the 
Indiana department as general admin- 
istrative deputy commissioner. He 
recently retired as general auditor of 
Lincoln National Life after nearly 40 
years with the company. 

Mr. Johnson has served, in addition 
to his duties with Lincoln National, as 
a consultant to many companies in 
connection with administrative, merger, 
reinsurance, audit and planning func- 
tions. His duties with the Indiana de- 
partment will be in connection with 
companies presently in financial dif- 
ficulties. He will try to restore them to 
health, presumably using his experience 
with mergers to effect some consolida- 
tions. 


$70 Per Diem 


Mr. Johnson is being paid a per diem 
of $70. On an annual basis he will re- 
ceive more than Commissioner Harry 
McClain. In announcing Mr. Johnson’s 
appointment, Mr. McClain said: 

“Today, more than ever before, the 
public must have unmistakable proof 
that the companies in which they have 
entrusted their future security are fi- 
nancially able to discharge all their ob- 
ligations, not only today, but in the 
years to come.” 

Mr. Johnson will have general ad- 
ministrative duties specializing in 
analyzing the financial stability of 
Indiana domiciled companies. 


The National Buruea-NAUA safe 
driver rating plan has been introduced 
in Kansas effective Oct. 1. 
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NAII’s L.A. Annual 
To Feature Total 
Marketing Panel 


A major feature of the 17th annual 
convention of National assn. of Inde- 
pendent Insurers is a panel discussion 
and open forum on “Total Marketing 
as Practically Applied to Fire and Cas- 
ualty Insurance.” 

The meeting will be held at the 
Biltmore Hotel in Los Angeles, Noy, 
13-16. 

The panel discussion will be led by 
four company presidents whose com- 
pany operations vary distinctly: John 
T. Gurash, Pacific Employers; Harold 
G. Evans, American Casualty; Charles 
Hodges, American Mutual Liability, 
and Judson B. Branch, Allstate. Mod- 
erator for this session will be Frank 
Lang, of Frank Lang Associates, New 
York. 

The first morning session contains 
an address of welcome from Califor- 
nia Commissioner McConnell, the pre- 
sidential address of Fenton A. S. Gen- 
try, president Southern Fire &Cas- 
ualty, a report from Vestal Lemmon, 
general manager of the association, 
and an address from T. Nelson Parker, 
commissioner of Virginia and presi- 
dent National Assn. of Insurance 
Commissioners. 


Congressman To Speak 


The luncheon will have as speaker 
Wright Patman, congressman from 
Texas, who is chairman of both the 
House small business committee and 
joint economic committee, besides be- 
ing vice-chairman of the House joint 
committee on defense production and 
a member of the House banking and 
currency committee. 

Two addresses on Wednesday morn- 
ing consist of “Causes of Insolvency,” 
Richard M. Heins, bureau of business 
research University of Wisconsin, and 
“A New Look at the McCarran Act 
and Its Aftermath,” Baddia J. Rashid, 
chief trial section, anti-trust division, 
Department of Justice. 

This day’s luncheon speaker is John 
Alsop, president Mutual of Hartford, 
“What is Going to Happen to the Small 
Company?” 

Afternoon speakers include Ellis H. 
Carson, president New England Re- 
insurance Corp., “Domestic Reinsur- 
ance Market! Its Growth—Its Fu- 
ture”; Roy S. Heavner, Templeton, 
Dobbrow & Vance, Englewood, N. J., 
“Investment for Fire and Casualty In- 
surance Companies,” and Joseph W. 
Sener Jr., partner John C. Legg &Co., 
Baltimore, “Can the Industry Attract 
New Capital as Required?” 

The annual banquet will be held on 
Tuesday night. A post-convention trip 
to Hawaii, Nov. 16-25, is planned. 


Federal Kemper Life’s 
Complete List Of Officers 


In THE NATIONAL UNDERWRITER’S 
report of Kemper group’s new life 
insurance subsidiary, Federal Kemper 
Life Assurance, the complete list of 
officers should have read: James S. 
Kemper, board chairman; Hathaway 
G. Kemper, chairman; Martin P. Lu- 
thy, president; W. H. Rothermel, ex- 
ecutive vice-president; J. F. Leary, 
vice-president; Mark Kemper, treas- 
urer; R. T. Filip, assistant treasurer; 
A. S. Iandoli, assistant treasurer; 
Chase M. Smith, secretary and gen- 
eral counsel; W. T. Tower, assistant 
secretary, and L. H. Barnhart, actu- 
ary. 
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NATIONAL UNION INSURANCE COMPANIES 
GONE FISSION... AT SHIPPINGPORT 


From the very first, National Union has been a prin- 
cipal participant in the insurance program required 
to cover the world’s first full-scale atomic power plant 
devoted exclusively to civilian needs. Located at 
Shippingport, Pennsylvania, the plant is operated by 
Duquesne Light Company, for whom a special manu- 
script cover policy was developed to suit the needs 


National Union Insurance Companies 


Casualty - Fire - Inland Marine - Ocean Marine 


and special qualifications required for this completely 
new concept in public utility power. 

Many of the special personnel . .. much of the 
competent underwriting advice was supplied by 
National Union. This program was developed and 
written by an Independent Agent, typical of those 
representing National Union Insurance Companies. 


Pittsburgh, Pa. 











HeNATIONAL UNDERWRITER 


PRIMARY COVERAGES iN ILLINOIS 
COMPENSATION GARAGE & DEALERS (AR 
LES & TRUSKS LIQUOR LISBILITY 


MENSIVE GEN’L. LIAB. 
HENSIVE PERSONAL LIAB. 


EXCESS LIABILITY 
‘ licensed 
5 Agen States 
Ang Territories Which tit Non- 
Admitted Carriers To Liability 
Coverages. 


lity fncluding Excess 


signed Risk Auto Limits to 
WO, 060 /300.900 /190,000. 


Write 





NOW WRITING FIRE AND INLAND MARINE 
AT BOARD RATES IN ILLINOIS ¢ « « « 
AND SURPLUS FIRE AND INLAND MARINE 
IN OTHER STATES AS A NON-ADMITTED CARRIER 

















e e e e LARGE SINGLE RISK CAPACITY ¢ ¢ « ¢ 
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222 West Adams Street 
Chicago 6, Illinois 
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STALE M 


Your clients can’t move 
today unless you provide them 
with adequate Liability coverage 


Whether it’s a need for higher limits or an extra- 
hazardous hard-to-place risk—here you'll find the 
service and the markets you need. 





Our long expertfence with both London and Ameri- 
can Underwriters makes us the ideal choice when 
you have a knotty Liability problem. 


KWHOUSE 
AWLEY, 


INCORPORATEO 


AND 


123 WILLIAM ST. » NEW YORK 38, N. Y. « BArclay 7-1366 * Teletype NY 1-2823 
175 W. JACKSON BLVD. « CHICAGO 4, ILL. « HArrison 7-7890 « Teletype CG 1026 
RHODES-HAVERTY BLDG. * ATLANTA 3, GA. * JAckson 4-3856 

3130 N. MERIDIAN ST. * INDIANAPOLIS 8, IND. * WAlnut 4-5391 





Security-New 
Amsterdam  offi- 
cers in front of the 
J. W. Callaghan, 
heaqduarters sign 
at the NAIA Dal- 
las Meet: J. W. 
Callaghan, vice- 
president, in 
charge of claims, 
C. W. Boone, vice- 
president; A. E. 
Leroy, assistant 
vice-president in 
from Baltimore. 
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N. Y. To Examine 
Commission Control 


The New York joint legislative com- 
mittee on insurance rates and regu- 
lation will hold hearings Oct. 23-25 on 
the agents’ freedom of contract law, 
proposed amendments to the rate reg- 
ulatory law, and the need for law re- 
vision in view of the Connecticut Gen- 
eral Life decision. The hearings will 
be held in the auditorium of New York 
County Lawyers Assn. at 14 Vesey 
Street, New York, beginning at 10:30 
a.m. 

The freedom of contract law, now 
in its second year, requires the super- 
intendent to take into consideration 
the level of commissions that has been 
in effect when he acts on fire and 
casualty rate filings. The legislative 
committee, which is headed by Sen. 
William F. Condon of Yonkers, will 
examine the underlying question of 
the extent to which the state should 
participate in regulation of broker and 
agent commissions and in the control 
of acquisition costs generally of in- 
surers. 

The committee annually — studies 
proposals for changes in the state’s 
rate regulatory laws. 

The committee indicates that it will 
study all of the “ramifications raised 
by the decision in Connecticut General 
Life vs the New York insurance su- 
perintendent,” which held that a life 
company might own a fire and casu- 
alty insurer. The review of the subject 
will include any changes in the state’s 
insurance laws “to be made as a re- 
sult” of the decision. 


Honor P. W. McDonald 


Several hundred friends and admir- 
ers of Philip W. McDonald, the new 
assistant director of insurance of II- 
linois, attended an informal recep- 
tion at the Pick-Congress Hotel in 
Chicago Monday evening to congratu- 
late Mr. McDonald on his appoint- 
ment. 

The guest list was made up of non- 
insurance as well as insurance people 
and a number of wives. Director Jo- 
seph S. Gerber was on hand with 
Mrs. Gerber. 


Springfield Calls Preferred 
Springfield F.&M. is calling in 10% 
of its outstanding 70,000 shares of pre- 
ferred stock, at $102 per share. The 
notice to stockholders stated that the 
$1.63 dividend of Oct. 2 would be the 
last to be paid on the called shares. 


Pacific CPCU’s Luncheon 


Pacific CPCU chapter will hold its 
annual all-industry luncheon Oct. 18 
in Los Angeles. 

Sterling T. Tooker, vice-president. 
executive department, Travelers, will 
be the featured speaker. 


Traffic Deaths At 
Low For 8 Months — 


The traffic death rate for the first 
eight months of 1961 fell to a record 
low of 4.9 deaths per 100 million ve- 
hicle miles, a decrease of 4% from 
last year, according to estimates of the 
National Safety Council. In the same 
20 turnpikes was 2.2 deaths per 100 
million vehicle miles. The eight month 
highway death toll was 23,760, a 1% 
decrease from the 24,090 toll for the 
period in 1960, despite a 1% increase 
in travel, totaling 480 billion miles. 

Traffic fatalities in August reached 
3,470; the same figure recorded for 
the month last year. 

An estimated 850,000 disabling in- 
juries have occurred since the begin- 
ning of the year. These are injuries 
resulting in disability beyond the day 
of the accident and do not include 
minor injuries which undoubtedly to- 
tal hundreds of thousands more. 

Turnpike travel was up 5%, totaling 
9.5 billion miles, and deaths were up 
4% during these months. For August 
alone, turnpike travel was up 6% for 
a total of 1.7 billion miles, and deaths 
were down 14% 


Fla. Field Men Inspect 


Florida Field Conference members 
will inspect the business sections of 
Melbourne and Eau Gallie on Oct. 12. 
The towns are adjacent to Patrick Air 
Force Base and Cape Canaveral activi- 
ties. About 60 field men will partici- 
pate. A. J. Hosea of Hurt & Quin, At- 
lanta general agency, is chairman of 
the inspection project and is being as- 
sisted by Wayne Eden, Melbourne 
agent. 

Houlihan agency of Tampa, Fila., 
has named Theodore E. Bowman a 
vice-president. He joined the agency 
in 1959 as manager of the life, A&S 
group division. 
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N. A. Fall Push To 
Reward Agency Girls 
In Ad Campaign 


As a part of its new “Message to 
the Men” fall advertising and sales 
promotion campaign, North America 
is conducting an award program for 
female agency employes. To qualify, 
the “Girl Fridays” need only be em- 
ployed by an INA agency throughout 
the eight-week Message to the Men 
campaign. The object of the distaff 
portion of the new campaign is to 
stimulate additional interest during 
the program and to recognize the im- 
portant job being done by secretaries, 
typists, policy writers, clerical person- 
nel and other female agency employes. 


Nine Lucky Girls 


Nine lucky girls, selected on a re- 
gional basis, will be treated to a lux- 
ury weekend including transportation, 
hotel accommodations, theater trips, 
shopping excursions, etc. The regions 
will be broken down according to proc- 
essing office territories. Three girls in 
the San Jose, Cal., area will go to 
San Francisco, three in the Austin, 
Tex., and Macon, Ga. territory, to New 
Orleans, and three from the company’s 
middle Atlantic area to New York 
City. 

The new campaign, which starts 
Oct. 9 and runs to Dec. 1, supports 
sale of the company’s complete line 
of personal and commercial insurance 
packages. Sports Illustrated will carry 
the first of five new ads on that date 
to its nearly one million readers. All 
of the ads in the series show a typical 
North America agent enjoying new 
prestige at home as a result of his 
outstanding success in selling the 
packages. 

The group is inserting a full-color, 
four-page ad in selected insurance 
papers with the same theme. 


Aimed At 20,000 Agents 


Direct mail and new sales promo- 
tion material, aimed at more than 
20,000 independent North America 
agents throughout the U.S. and Can- 
ada, back up the advertising portion 
of the program. The direct mail pieces, 
a separate set for each week, will be 
mailed to agents’ homes as well as to 
their offices. Each piece carries a 
message similar to and calling atten- 
tion to the corresponding week’s 
Sports Illustrated and insurance press 
ads. 

In addition a sales idea booklet, 
newspaper tie-in mats, mail inserts, 
posters and displays are available for 
agents to use in the drive for new 
business. 


Award-Winning Publication 


The INA Fieldman, an award-win- 
ning company publication edited for 
the group’s agency force, carried ad- 
vance notice of the Message to the 
Men program in the October issue. The 
center spread of the special issue is 
identical to the ad that will appear in 
insurance journals. 

There will be a series of sales in- 


centive awards designed to appeal to. 


the “man of the house” and to add 
fun and excitment to the program. 

The Message to the Men program is 
modeled after the company’s sum- 
mer sales campaign, Word to the 
Wives. That advertising and sales 
promotion effort netted the company 
a 5% gain in sales over a similar 
8-week period, and more than 15,000 
agents participated. 
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Miazza Tells How 
GAB Operates Its 
Catastrophe Plan 


The general adjuster often makes a 
valuable contribution to the favorable 
image of agent and insurer that re- 
sults from fast delivery of the service 
promised in time of disaster, J. F. 
Miazza, general manager southwestern 
department General Adjustment Bu- 
reau, told National Assn. of Insurance 
Agents at its annual convention in 
Dallas. 

Just as it takes a professional to sell 
insurance, he said, it takes a profes- 
sional to provide the best adjustment 
service in the event of a catastrophe. 
He described the catastrophe program 
that has been evolved by GAB. At the 
core of the program are branch of- 
fices, staffed by adjusters who live in 
the same town as the agents they 
service and are familiar with the 
agents’ problems. 

Under an alert system devised by 

(CONTINUED ON PAGE 29) 
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Agents Told Of Multi-Peril Problems 


And Of Rights In Adjustment Area 


The muddled multi-peril situation 
was described by Stetson Ward, New 
Haven, and the agent’s right to partic- 
ipate in loss adjustments was upheld 
by C. D. Swett, Woodland, Cal., at 
the NAIA combined property and ru- 
ral and small lines workshop in Dallas. 

Mr. Ward is a member of the pro- 
perty unit, and Mr. Swett is chair- 
man of the rural group. 

Present confusion would only be 
compounded by an attempt to compare 
the multi-peril filings of independents 
and those of so-called bureau compa- 
nies, to say nothing of the latter’s fil- 
ings on an independent basis, Mr. 
Ward observed. 


Illustrates Differences 


As an example of differences, he 
pointed out that one filing for 
an apartment multi-peril form  re- 
quires for eligibility that not more 
than 25% of the area may be occu- 
pied for mercantile purposes. Water 
damage is covered, with some limita- 
tions. Another filing on the same type 
of risk does not contain the 25% mer- 
cantile limitation, does not cover wa- 
ter damage, but may be extended to 
cover “all physical loss’—subject to a 
deductible and to specific exclusions, 
including specific limitations relating 
to water damage. 


Cautions On Trend 


A comparison of provisions, cover- 
ages, exclusions and options under 
multi-peril forms would be similar to 
matching up the features of A&S pol- 
icies, Mr. Ward said. But he thinks 
that a period of attrition will bring 
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most of the multi-peril packages into 
reasonable conformity. As in the 
PPF, unprofitable covers will be elim- 
inated, either completely or through 
deductibles. 

He advised agents not to take on a 
company because its form is broader 
in some aspects than that of another; 
not to advise insured to convert to 
the first package that is offered; not 
to imply that packaging in itself is a 
governing factor in rate levels, and 
above all, not to panic. 

Mr. Ward wonders about the rush 
to multi-peril, what it will accomplish, 
how it can be stopped, or if it should 
be halted. 

He referred to a recent article de- 
scribing a broad multi-peril package 
available through foreign markets and 
to another article quoting the Senate 
anti-trust subcommittee to the effect 
that American insurers could meet the 
competition of alien surplus line oper- 
ators if prior approval were eliminat- 
ed. 

From the number of filings now 
flooding insurance departments, and 
from the general and reasonably ra- 
pid approval thereof, it would not ap- 
pear that prior approval is hampering 
the U. S. insurer too much, Mr. Ward 
declared. It is a little difficult to un- 
derstand the basis on which many 
filings are approved, unless approval 
is based on the belief that if the alien 
insurer can make a profit, so can the 
U.S. company. 

Commissioners have his sympathy. 
He agrees with the subcommittee that 


departments are understaffed and the 
(CONTINUED ON PAGE 28) 
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Canadian Agents 
Ask To Use Big I 


Canadian Federation of Insurance 
Agents & Brokers decided at its an- 
nual convention in Ste. Marguarite, 
Que., to seek permission from NAIA 
to use the Big I in Canadian adver- 
tising. The federation plans to place 
the Big I within a maple leaf to give 
it a Canadian motif. 

W. Richie MacCoy, Sydney, Nova 
Scotia, was reelected president at the 
convention. Oliver Retallack, Mon- 
treal, and Richard Brisco, Chatham, 
Ont., were named vice-presidents. 


General Mutual Of Ala. 
Has Family Plan With Life 


General Mutual of Birmingham is 
making available to its automobile and 
homeowners policyholders low cost re- 
ducing term life on a monthly, quar- 
terly and semi-annual premium pay- 
ment plan. The company has an ar- 
rangement with Guaranty Savings 
Life, Montgomery, whereby the lat- 
ter provides any of the life forms it 
writes under a separate contract. One 
premium payment covers all phases of 
the program. 

W. J. Perryman general agency of 
Birmingham is the exclusive sales re- 
presentative of General Mutual. Mr. 
Perryman is one of the founders of the 
insurer and is its secretary-treasurer. 


Pa. Agents Collect 


Pennsylvania department of proper- 
ty and supplies has distributed $52,500 
in commissions to 106 agents through 
the state’s broker of record. Some 
newspapers have long attacked the 
payments as patronage plums because 
designated agents seldom have a di- 
rect hand in the insurance procedure. 
Legislation has been introduced sev- 
eral times to establish a system 
whereby commissions would revert to 
the general fund, but such proposals 
have not been passed. 

It is reported that in the latest dis- 
tribution, no agent received more than 
$750. In the past, with fewer agents 
participating, amounts are said to have 
run as high as $3,000. 


Verbeck Raised By Kemper Group 

Marvin E. Verbeck has been ap- 
pointed a junior executive of Kemper 
group and promoted to senior examin- 
er of the midwestern claim division. 
He started with the group in 1951 as 
a claim adjuster at Davenport, Ia., 
and has been in the home office since 
1954. 

American Commercial Agency of 
Charlotte, N. C., has moved into its 
new offices in the North Carolina Na- 
tional Bank Building. An open house 
was attended by several hundred 
friends of the agency, which was 
established in 1901. 
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NAMIA Readies Its 
Annual Meeting At 
Detroit, Oct. 16-18 


The 30th annual convention of Na- 
tional Assn. of Mutual Insurance 
Agents will be held at Detroit in the 
Sheraton-Cadillac Hotel, Oct. 16-18. 

A special feature of the meeting will 
be a panel on communications which 
couldn’t have its lines drawn any 
clearer: “Agents Don’t Understand 
Companies” with John Gunn, presi- 
dent Employers Mutual Casualty of 
Des Moines, and Edward C. Jones, 
president Iowa Hardware Mutual— 
“Companies Don’t Understand Agents” 
with Werner A. Mueller, St. Louis, 
and George P. Tobler, Smithtown, 
N.Y. NAMIA President George R. 
McKiever, Miami, will moderate. 

The summary speaker for this panel 
will be Hideya Kumata, associate pro- 
fessor communications research center 
Michigan State University. 

Another panel, “Know-How of Sell- 
ing,” moderated by Past President 
Henry Bean, Haddonfield, N. J., will 
consist of Arthur T. Dugan, Milwau- 
kee, “Know Your Agent”; L. W. Kun- 
kel, marketing research manager 
Kemper companies, Chicago, “Know 
Your Market’; Charles J. Venema, 
Kalamazoo, “Know Your Company,” 
and Edwin S. Overman, dean Ameri- 
can Institute for Property and Liabil- 
ity Underwriters, “Know Your Prod- 
uct.” 

Workshop 
David A. 


sessions, conducted by 
Ivry, University of Con- 
necticut, will delve into automated 
agency bookkeeping, recruiting and 
testing of sales personnel, new com- 
mercial multi-peril policies, and the 
special automobile policy. 

At the opening luncheon, Mr. Mc- 
Kiever presiding, the introduction of 
past presidents will take place, along 
with an address by Samuel H. Ram- 
sey, Providence, R. I., on the value of 
a sense of humor. 

As at all NAMIA annuals, a strong 
showing of exhibits will be evident— 
this year some 40 have reserved space. 
A full program for the ladies has been 
arranged and the banquet and floor- 
show will be held on the final evening. 


North Sesesion: In Aero Ads 


North America used outdoor adver- 
tising space in eight locations in and 
around Tulsa, scene of the 1961 Na- 
tional Business Aircraft Assn. conven- 
tion. 

The full-color billboard advertise- 
ments were standard size displays, de- 
signed to call attention to the compa- 
ny’s expanding aviation facilities. The 
convention is the national focal point 
for manufacturers and users of busi- 
ness and utility aircraft and aircraft 
products. 
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Revised Edition Of 
‘Practical Fire And 
Casualty’ Is Issued 


The National Underwriter Co. has 
has just published a revised edition of 
Practical Fire And Casualty Insurance 
by J. Edward Hedges and Walter Wil- 
liams. It is available at the home of- 
fice of the publisher, 420 E. 4th St., 
Cincinnati 2, Ohio, at $6.50 per copy. 
Like previous editions, this one will 
be used extensively in classes—uni- 
versity, home office, etc.—so advan- 
tageous quantity prices are also of- 
fered. 

The book has been completely re- 
written in this—the seventh—edition, 
and two important new chapters have 
been added. One deals with modern 
multiple peril contracts—from home- 
owners to commercial packages—and 
the other, with A&S insurance. Mr. 
Hedges, professor of insurance at In- 
diana University, enlisted the aid of 
Mr. Williams, an assistant professor 
there, and the result is a book which 
preserves everything that users of 
the older editions valued and brings in 
the latest in information and empha- 
sis. 

The new edition of Practical Fire 
And Casualty Insurance is the sort of 
work which a prominent insurance 
professor and _ favorite convention 
speaker had in mind when, in his re- 
cently published article, “A Plan for 
Keeping Up on the Insurance Busi- 
ness,” he wrote: ‘“‘We need to read in 
order to really stay alive in our work. 
Perhaps every agent should maintain 
in his working library (and should 
read systematically during the year) 
at least one new insurance textbook. 
The problem here is staying current. 
In some ways outdated textbooks may 
be more of a liability than an asset. 
Every agent should be firm about 
replacing them with new models. You 
expect your attorney, physician and 
dentist to know what is new in their 
respective fields. They and others ex- 
pect the same thing of you.” 


N. C. Agents’ Card Set 


Two state officials—Gov. Sanford 
and Commissioner Gold—will be fea- 
tured speakers at the annual meeting 
Oct. 8-10 in Pinehurst of North Caro- 
lina Assn. of Insurance Agents. Staf- 
ford H. Warner, Memphis, member of 
the NAIA executive committee will 
also address the convention. 

A panel on problems in the busi- 
ness will be moderated by George W. 
Carr Jr., Durham. Participants are 
Wiliam E. Webb Jr., Statesville; Louie 
E. Woodbury Jr., Wilmington; J. E. 
Council, Charlotte; Paul L. Mize, as- 
sistant manager of the state’s automo- 
bile rate administrative office, and 
John P. Ryan, Atlanta, special risk 
department superintendent of Hart- 
ford Accident. 

Kenneth McFarland, guest lecturer 
for General Motors, will also speak. 


Minn. Mutual Agents Elect 


James Strand President 
Minnesota Assn. of Mutual Agents 
has elected James Strand, Elbow Lake, 


president; Philip Halling, Rochester, 
vice-president; Oscar Wolliscroft, Ale- 
xandria, secretary, and Ben Cerno- 


hous, St. Paul, treasurer. Pat Heaney, 
Red Wing, received the association’s 
field man of the year award. 


Preferred Raises Sawicki 


Preferred of Grand Rapids has pro- 
moted Richard M. Sawicki from spe- 


XUM 
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cial agent at Detroit to assistant pro- 
duction manager at the home office. 
Prior to joining the company, he was 
with Pacific National for 10 years in 
the fire underwriting and production 
departments, and later as field repre- 
sentative in Michigan. 

American Excess Co., excess and 
surplus lines underwriters and rein- 
surance intermediaries of Philadelphia 
has moved to new and larger quarters 
in the Ryan Building, 835 Glenside 
Avenue, Wyncote, a suburb of Phila- 
delphia. 
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Hawkeye-Security Plan 


Cuts Deductible $10 
For Each Year Of 


No Claim Driving 


A “diminishing deductible” colli- 
sion program has been developed by 
Hawkeye-Security and United Secur- 
ity. The plan will reward safe drivers 
by reducing the amount of their col- 
lision deductible $10 for each 12 





months of claim-free driving. 

The plan has been filed in all states 
in which the companies are active, 
effective on new business Oct. 1 and 
renewals Nov. 1, 1961. 

The plan is retroactive for present 
insured. An immediate $10 credit will 
be applied to the deductible if no col- 
lision loss has occurred during the 
prior reriewal period. 


Pearl-Monarch has appointed Nor- 
man F. Wilson Jr. special agent for 
eastern Pennsylvania with headquar- 
ters at Harrisburg. 
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Eye Many Trends 
At Annual Marine 
Meet In Lisbon 


Underwriting results on ocean hulls 
during the past year have been un- 
satisfactory, due to the persistent im- 
pact of total losses and of major cas- 
ualties, E. A. Kratovil, Carpinter & 
Baker, president of American Institute 
of Marine Underwriters, reported at 
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the annual meeting of International 
Union of Marine Insurance in Lisbon. 

D. L. Rostock-Jensen, managing 
director Boltica of Copenhagen, was 
reelected president. Miles F. York, At- 
lantic Mutual, and Ugo Fassio of Italy, 
were named to the executive commit- 
tee. 

Mr. Kratovil said the American 
market continues to be concerned 
about problems involved in insuring 
super-tankers and other large carriers. 
He also reported on ship repair costs. 
Since 1955, they have increased 32% 
in eastern and Gulf Coast yards; 31% 


in Pacific Coast yards, and 23% in the 
Great Lakes area. 

Reduced losses and improved effi- 
ciency with greater economy were 
noted by Kenneth J. Creber, W. H. 
McGee & Co., in his report on the St. 
Lawrence Seaway operations. Mr. 
Creber is chairman of the seaway stu- 
dy group. He said that the average 
accident cost for each transit through 
the seaway in 1960 was about $5,000 
compared with $8,000 in 1959. 


Harold Jackson, W. H. McGee &Co., 
reported that rising air cargo losses 
(CONTINUED ON PAGE 29) 
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Compulsory Autols + 


Main Interest At 
Minnesota Annual 


Compulsory automobile insurance—a 
a sticky wicket subject in many states 
—was a matter 
of prime interest 
at the 64th annual 
convention of 
Minnesota Assn. of 
Insurance Agents, 

The association 
went strongly on 
record against 
compulsory insur- 
ance’s entrance in- 
to Minnesota by 
passing a_ resolu- 
tion condemning 
such a_ proposal 
and also decreeing that the associa- 
tion’s position be brought to the atten- 
tion of every Minnesota legislator be- 
fore the next election. 

Merald T. Enstad, Fergus Falls, was 
elected president, Robert P. Quacken- 
bush, Albert Lea, moved into the vice- 
presidency, and both M. A. Hewitt, 
St. Paul, secretary-treasurer, and E. J. 
Bachmann, St. Paul, national director, 
were reelected. 

Two speakers, Minnesota Commis- 
sioner Magnusson and retiring MAIA 
President Gordon Hewitt, Dorset, went 
into the compulsory insurance question 
thoroughly in their talks. 

Addressing a luncheon meeting, Mr. 
Magnusson said his department op- 
poses compulsory insurance as_ not 
being in the public interest. He said 
that latest available information from 
the Minnesota motor vehicle division 
reveals that over 92% of the state’s 
drivers, who are subject to require- 
ments of the safety responsibility act, 
are financially responsible. He said 
this demonstrates that little need exists 
for compulsory automobile insurance, 
and added that in his mind uninsured 
motorists coverage, especially if 
“rolled-on” every policy, “provides a 
much greater degree of protection.” 

The commissioner also reported that 
changes in the Minnesota Automobile 
Assigned Risk Plan—aimed at estab- 
lishing uniform rates as well as uni- 
form policies for persons who must 
have higher-premium risk insurance 
in order to drive—are now being con- 
sidered by insurance companies. While 
details will be announced only after a 
final vote is made by the companies 
and the rules have been filed with 
his department, Mr. Magnusson said 
the proposed changes represent a plan 
which is acceptable. 

Mr. Hewitt said that compulsory in- 
surance “does not prevent accidents, 
it pays a bounty on them.” He said 
it has been proven in Massachusetts— 
the only state with any real past ex- 
perience in compulsory automobile in- 
surance—that this law only creates 
extreme claim consciousness. 

Mr. Hewitt also urged the associa- 
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tion to participate in efforts to elim- 
inate the “10% of the claimants who 
use almost every conceivable method 
of connivance to collect fraudulent 
claims from insurance companies,” 
thus raising the cost of insurance, he 
said, for the other 90% who are 
honest. 

Another report in the automobile 
insurance field came from James 
M. Cahill, secretary National Bureau 
of Casualty Underwriters. Reporting 
on the safe driver plan, Mr. Cahill 
said adjustments in the rating system 
are now being considered which 
would eliminate minor traffic viola- 
tions as points against a driver’s re- 
cord. 

He said the plan, now in effect in 
one form or another in 43 states and 
the District of Columbia, has been 
effective from the _ standpoint of 
growth in volume. He reported 14% 
more policies were written in 1960 as 
compared to 1959, whereas increases 
in private passenger registrations 
were only 2.8%. He said an even big- 
ger volume increase has been shown 
so far in 1961 compared to 1960. 

Another recommendation being con- 
sidered, Mr. Cahill added, is that the 
experience period under Minnesota’s 
safe driver insurance plan would be 
extended to three years, as in most 
other states, instead of the present 
two years. 

C. N. Mullican, vice-president Fire- 
man’s Fund, Chicago, spoke on “Brave 
New Frontiers.” He reminded the 
agents that insurance must compete 
in the market place with other prod- 
ucts which have shaped the buying 
habits of consumers. Thus, he said, 
the industry must continue to produce 
high quality products at the least pos- 
sible cost, thus benefitting all three— 
the policyholder, the agent and the 
company. 

H. W. Mullins, agent at Rockford, 
Ill., predicted that use of direct-billed 
continuous policies for automobile in- 
surance, homeowners and “ultimately 
other coverages in the mass market 
areas” may become general, in these 
days of modern electronic processing 
equipment. 

He also predicted that “few, if any 
of us would contend that present rat- 
ing laws are entirely satisfactory in 
all states.” Agents justly fear possible 
chaos from multiplicity of special and 
deviation filings under no prior ap- 
proval laws. Undoubtedly, companies 
have justification for wanting some 
changes which will eliminate the pre- 
sent frequent delays in getting ap- 
proval of necessary rate increases. 

“I am sure that there must be 
an area of reasonable compromise be- 
tween these extremes of all out ‘no 
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Hospitality Suites, 
Exhibits At New High 


DALLAS—The number of hospital- 
ity suites and exhibits at the annual 
convention here of National Assn. of 
Insurance Agents impressed even 
hardened reporters as being larger 
than ever. Time magazine had a big 
display, and Jacques Megroz of the 
Time-Life organization was on hand. 

Those maintaining hospitality suites 
for the refreshment of agents included 
Aetna Casualty, American Casualty, 
American, American Surety-Pacific 
National, Appleton & Cox, Atlantic 
Mutual-Centennial, Bankers Life & 
Casualty, George F. Brown & Sons, 
Canal, Chubb & Son, Commercial 
Union-North British, Continental-Na- 
tional, Corroon & Reynolds, Employers 
Casualty, and Employers National. 

Also, Employers Liability group, Ex- 
cess Underwriters, Fidelity & Deposit, 
Fireman’s Fund, General Accident, 
Great American, Gulf, Hanover, Hart- 
ford Fire, Home, Kemper group, North 
America, London Assurance, London 





prior approval’ and retention of pre- 
sent laws, which will be acceptable 
to agents, companies and regulatory 
officials,” Mr. Mullins concluded. 

Carl L. Obermann, agent at Ottum- 
wa, Ia., reported on his experiences 
in merging four small agencies into 
one larger and more diversified agen- 
cy, and cited a number of advantages 
and benefits which resulted from the 
action. 

Robert Brown and Kenneth Stultz, 
of Brown Dieckman agency, Waterloo, 
Ia., reported on “Automation For The 
One Man Agency Too.” They stressed 
that in setting up an automation pro- 
gram for the small agency, it is neces- 
sary to have competent, accurate help; 
to assign a key person to follow 
through from beginning to completion; 
and to anticipate a time period of ap- 
proximately 30 days to complete the 
job. 

A four-man panel of agents dis- 
cussed “How I Increased My Business 
With Package Policies’—Roy Drew, 
St. Paul, James. Anderson, St. Paul, 
James Schain, Winona and William 
Strifert, Austin. 

S. H. Warner, Memphis, past pre- 
sident of the Tennessee association 
and member of the executive commit- 
tee of NAIA, discussed services of- 
fered by NAIA, such as research and 
development, public relations, the 
Washington bureau and others. 

One entire day was devoted to a 
presentation by the Adams Institute 
of Marketing, presided over by James 
T. Adams and William T. Harris. 
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& Lancashire, T. H. Manning & Sons, 
Maryland Casualty, Merchants Fire of 
New York, Millers National, National 
Union, New Amsterdam, New Hamp- 
shire, Newhouse & Hawley, Pacific 
Employers, and Pacific Indemnity. 

Also, Phoenix of Hartford, Phoenix 
of London, Reliance, Royal-Globe, 
Sayre & Toso, Seaboard Surety, St. 
Paul, Springfield, Standard Accident, 
Standard Fire, Traders & General, 
Travelers, Trezevant & Cochran, Tri- 
nity Universal, U. S. Aviation Under- 
writers, U.S.F.&G., and Zurich-Ameri- 
can. 


NIIS Program Ready 


The program for the annual meet- 
ing of National Independent Statisti- 
cal Service has been distributed. 
The meeting will be at the LaSalle 
Hotel, Chicago, Oct. 25, and the speak- 
ers will inlcude Director Joseph S. 
Gerber of Illinois; Elmer Twaits, sec- 
retary National Bureau; Stanley 
Hughey, vice-president Lumbermens 
Mutual Casualty; James C. O’Connor, 
executive editor of the Fire, Casualty 
& Surety Bulletins, and Russel H. 
Matthias of the Chicago law firm of 
Meyers & Matthias. Jack Brickhouse, 
Chicago sports announcer, will speak 
at the luncheon. 


GAB Names Four 
Managers In Midwest 


Four branch managers have been 
appointed in the western department 
of General Adjustment Bureau. 

R. R. Lund is head of the Marysville, 
Mo., office; Theodore F. Gebhardt is 
in charge of the office at Lorain, O.; 
Stanley A. Smith heads the Warren, 
O., office, and Richard L. Halsor is in 
charge at Cedar Rapids, Ia. 

Mr. Lund, who has been at’ St. 
Joseph, Mo., joined GAB at Independ- 
ence. Mr. Gebhardt has been at Ely- 
ria, O., Painesille, Lorain and War- 
ren. Mr. Smith has been at the Warren 
branch since 1959. He joined GAB 
at Cleveland. 

Mr. Halsor has been manager at 
Marshalltown, Ia., since 1959. He 
joined GAB at Des Moines. 

Pennsylvania has increased work- 
mens compensation benefits from $42.- 
50 to $47.50 a week maximum, from 
$20 to $27.50 minimum, and from $32.- 
50 to $37.50 partial. Maximum WC pay- 
ments to surviving children and spouse 
also are increased by the new law, ef- 
fective Nov. 20. Total benefits for min- 
er’s asthma and other occupational 
disease claims are increased from 
$10,500 to $12,000. 
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Canadian Executive In Sharp 
Analysis Of Marketing Trends 


Forthright views on marketing were 
presented by W. N. Wright, agency 
manager of Royal-Globe at Montreal, 
at the annual meeting in Kentville of 
Nova Scotia Fire & Casualty Agents 
Assn. 

Mr. Wright pointed out that the 
changes in traditional company meth- 


ods have been few since the earliest 
days of the agency system. It is true 
that typewriters, dictating and ac- 
counting machines are used, and eve- 
ryone goes around in automobiles. 
Several companies use the punch-card 
system of accounting and statistical 
recording, and a large number of 


agents has adopted the multiple in- 
voice system of accounting. However, 
computers are only beginning to be 
found in company head offices, and 
in very few at that. The basic opera- 
tion of the agency system is much the 
same as it was 100 years ago, Mr. 
Wright observed. 


Outmoded Practices 


“We still write thousands and thou- 
sands of policies, often of great length, 
when a simple renewal receipt would 
do. We still use a two-stage process 
to collect our premiums—60 to 90 days 
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after we have been on the risk, and 
let’s face it, sometimes more than that. 
And if then we don’t collect, as can 
happen, we grant flat cancellation to 
provide many thousands of dollars 
worth of free insurance every year— 
not a very businesslike procedure. We 
press our agents to give us more busi- 
ness, and then we take up their sell- 
ing time by making them a collection 
agency and a policy-writer and good- 
ness knows what else. 

“In all good faith we put out dozens 
of field men to assist our agents, to 
find that only too often they spend 
time treading on each other’s toes in 
agents’ offices. We find sales drives 
frustrated because our agents have to 
sell for too many other companies as 
well as ourselves; and since agents 
are good fellows they like to spread 
their business around amongst ll 
their field men, because they are good 
fellows too. . . so the work in the of- 
fice is duplicated, triplicated, quadru- 
plicated and so on. There is nothing 
very modern or streamlined in the 
picture, not much adding to sales—but 
adding to the cost of operations,” Mr. 
Wright said. 

There is no reason to believe that 
insurance is entitled to standards dif- 
ferent from those of other businesses, 
he continued. Possibly traditional com- 
panies and agents could be stationary 
in their outlook, if their competitors 
had the same outlook. 


Eyes Commissions 


A source of endless friction between 
companies and agents is rates of com- 
mission, Mr. Wright said. He con- 
fesses to being something of an ideal- 
ist, but he is not so naive as to expect 
the end of differences of opinion on 
this topic. He firmly believes that an 
independent agent is free to accept or 
decline the terms of compensation of- 
fered to him. He also believes that 
“payment in kind” may be as good as 
or better than payment in cash. 

As to the services for which com- 
panies pay an agent his commission, 
these fall under two headings: The 
selling effort and “know-how” re- 
quired to put the business on the 
books, and the servicing of the busi- 
ness after sale. 

The first of these two is the agent’s 
primary function, Mr. Wright de- 
clared. Without it there would have 
been no business on the books at the 

(CONTINUED ON PAGE 35) 





Three Appointments By 
General Mutual Of Ala. 


General Mutual of Birmingham has 
advanced Edwin E. McBrayer from 
claims manager to assistant secretary 
in charge of claims. Billy McPherson, 
formerly with New Amsterdam Cas- 
ualty at Atlanta, has joined the com- 
pany as staff adjuster at the home 
office. Harrison Ford, formerly with 
Hume & Co., Mobile adjusters, has 
joined General Mutual and has been 
placed in charge of its new Mobile 
claim office. 


New Laws In Pa. 


Pennsylvania has passed a law to 
spell out authority for consolidation 
of two or more insurers, resulting in 
a new company. The measure applies 
to stock and mutual companies. 

Another new law brings special 
school police under the state’s work- 
men’s compensation act, and a third 
requires insurers to provide brochures 
of instruction to employers on com- 
pensation rights of employes. 

The first two measures are now in 
effect, and the third is effective Nov. 
8 
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Says Luxuries Of 
Today's Autos Mean 
Traffic Accidents 


The luxury being built into modern 
automobiles contributes to traffic ac- 
cidents, according to E. Lowell Kelly 
of the University of Michigan. 

Speaking at a conference on “ran- 
off roadway” accidents, Prof. Kelly 
said, “Society has demanded ever 
greater comfort and monotony in its 


‘cars and in its roads. Car interiors now 


put us in a comfortable position, in a 
favorable climate, with soft, even noise. 
With automatic transmissions and high 
speed roads, we have nothing left to 
do but steer on long trips.” 

The fact that the human tendency 
to sleep is strongly related to monot- 
ony, lack of stimulation and lack of 
activity can make such driving ease 
deadly, the psychologist explained. 

The conference was sponsored by 
the Automobile Club of Michigan’s 
safety and traffic division, and the uni- 
versity’s transportation institute and 
extension service, in an effort to spur 
research into the puzzling single car 
accidents that cause nearly one-third 
(30%) of Michigan traffic fatalities. 

Professor Kelly said falling asleep 
at the wheel is a serious problem, 
particularly when driving alone. He 
suggested use of co-drivers—like co- 
pilots of the airlines—who can help 
keep drivers awake as well as being 
available to take over for the driver in 
case of illness, sleepiness and other 
emergencies. Elderly drivers should al- 
ways have them, he added. 

Consumption of alcohol, drugs and 
other things which impair a driver’s 
skill can contribute to “ran-off road- 
way” accidents, Professor Kelly re- 
minded, adding that “A colleague of 
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mine here at the university has a 
hunch that taking caffeine in coffee to 
offset drinking may further depress a 
driver’s reactions rather than improv- 
ing them. This will have to be studied 
further.” 

High speed highways may in them- 
selves contribute to single car acci- 
dents, he said. After several hours of 
driving 70 miles per hour on a high 
speed highway, a speed of 50 miles per 
hour on a rural highway seems terribly 
slow—although perhaps the safe speed 
may be 35. Alcohol in the system, fa- 
tigue, hurry to get home and other 
factors can aggravate the situation. 

James Cahoon, executive secretary 
Genesee County Safety Commission, 
said drivers involved in “ran-off road- 
way” accidents invariably blame an- 
other “departed” driver, road condi- 
tions, vehicle malfunction, fatigue or 
some other factor—but seldom face 
up to their own failure which is usu- 
ally responsible. 

“The family charges off the acci- 
dent to divine providence and sues any 
agency that is financially able to be 
sued,” the safety official said, “but the 
driver who errs is following the same 
route traveled in safety by thousands 
of others. It is our drivers who need 
to be made aware of driving dangers. 
Most people who drive too fast, for 
example, get into accidents—they 
are people who seem poorly adjusted 
to all phases of community life. 

“A nation that can sell the gadgets 
we sell ought to be able to sell a re- 
spect for the value of human life,” Mr. 
Cahoon said. Traffic regulation and 
enforcement are only in their infancy. 


Zurich Names Willen 


Zurich has named Neal R. Willen 
manager at Hamden, Conn. 
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Amember of the Cosmopolitan Group 


Cosmopolitan Insurance Company 


4620 North Sheridan Road * EDgewater 4-7940 * Chicago 40, lilinois 
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Lampe, Layne Raised 
By Amer. Casualty 


American Casualty has named Wil- 
liam L. Lampe manager of the central 
Pennsylvania department and Robert 
G. Layne manager at Pittsburgh. They 
succeed William P. Wiest Jr. and M. 
H. Hankey, respectively, who are now 
assistant secretaries in the home of- 
fice agency department. 

Mr. Lampe has been a field man and 
more recently regional multiple peril 
supervisor in the home office. Mr. 
Layne has been production manager 
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Crum & Forster Enters 
Disability; Biber Head 


Crum & Forster has named Robert 
R. Biber manager of its newly estab- 
lished group disability division. The 
initial activities of the department will 
be concentrated in New York. Mr. 
Biber joined Crum & Forster last 
May. Before that he was chief under- 
writer in the group special risk de- 
partment of Zurich. 





at Pittsburgh, following field experi- 
ence. 





for sixty-eight years. 
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Baltimore 2, Maryland. 





WRITE FOR YOUR FILE FOLDER 


of credit insurance information, specially com- 
piled for general agents and _ brokers. 
national advertising, in leading publications 
Wall Street 
Journal, tells readers to “call your insurance 
agent.” Be ready for their calls. Write AMERICAN 
CREDIT INSURANCE, Dept. 36, 300 St. Paul Place, 








Even good customers can go broke. Ask your clients how 
often they’ve failed to collect important money . . . because 
of a customer’s unexpected insolvency or delinquency. A 
normal business risk? Certainly . . . but one to which your 
clients need not be exposed. Not when you complete their 
portfolio of protection with American Credit Insurance. 


An ACI policy, with its new and broader coverage, offers the 
best available protection for accounts receivable . . . permits 
the soundest sales expansion, too. The company behind it 
has specialized in nothing but commercial credit insurance 
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American 
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rounds out your program of client protection 
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North America Issues 
Personal Excess Forms 


North America has introduced two 
excess blanket personal liability pack- 
age policies. One is for executives and 
the other for professional persons. 
The three year policies provide 
world wide coverage for a single limit 
of $1 million, with higher limits avail- 
able. 

The policies complement primary 
covers. Where they provide coverage 
normally not included in underlying 
covers, such as elements of protection 
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for damage to or destruction of prop- 
erty in care, custody and control, the 
excess policies “drop down” to apply 
in excess of a selected self-insured 
retention. This drop is also a feature 
of North America’s “Big Top” com- 
mercial form. 


The personal policies include li- 
ability for personal acts, residences 
and farms, automobiles watercraft 


and aircraft. Employers liability is in- 
cluded as well as coverage for liability 
arising out of false arrest, false im- 
prisonment, wrongful eviction or de- 
tention, or malicious prosection. 


The executive policy covers busi- 
ness men and women generally, and 
can be expanded to include business 
pursuits of various types. It makes 
available extended catastrophe mal- 
practice coverage to physicians, law- 
yers, architects and others in profes- 
sions. 


Columbus (Ga.) Assn. of Insur- 
ance Agents has elected Robert E. 
Dismukes president, G. D. Hisons 
vice-president, and Charles E. Mc- 
Daniel secretary-treasurer. 








How Attna Casualty Works With Agents to 
Build a Profitable Bonding Business 


In few other phases of the insurance business do 
agents need more company help than in the de- 
velopment of the highly profitable, but often 
bewilderingly complex, fidelity and surety lines. 
That’s why our bond people continually strive to 
provide AXtna Casualty agents from Portland, 
Maine, to Portland, Oregon with the very best 
selling and servicing assistance. 

Each of AXtna Casualty’s supervising offices 
from coast-to-coast maintains a full-fledged fidelity 
and surety department, staffed by carefully 
trained and highly experienced bond specialists. 
All of these men, in addition to being knowledge- 
able and resourceful, are indoctrinated in the 


Agency building is our business 


AZTNA CASUALTY 


Quality INSURANCE for individual, family, business, home and other possessions 


#£tna Casualty and Surety Company ¢ Hartford 15, Conn. 


























A statement by 
ANDREW H. ANDERSON 


Vice President, Bond Department 
#Etna Casualty and Surety Company 


Etna tradition of service to agents, their pros- 
pects and clients. 

Moreover, Attna Casualty has been a leader in 
the planning and development of innovations in 
the fidelity and surety field, particularly in the 
large risk area. Whenever a unique situation 
arises requiring specially tailored coverages, Home 
Office experts frequently are dispatched to the field 
to provide on-the-spot assistance. 

In short, tna Casualty has the manpower and 
the know-how to help agents in all phases of 
fidelity and surety production. This is just one 
more reason why Astna Casualty has so many 
loyal agents—and why Atna Casualty agents 


have so many loyal clients. 





© Affiliated with AZtna Life Insurance Company ¢ Standard Fire Insurance Company © The Excelsior Life, Canada 
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Barry Takes Texas 
Politicians To Task 


John R. Barry, president Corroon & 
Reynolds, who attended the conven- 
tion in Dallas of National Assn. of 
Insurance Agents, spoke to the Rotary 
Club there during his visit. He took 
to task Texas politicians who, soon 
after Hurricane Carla, lambasted the 
insurers for not paying claims, in- 
cluding, presumably, wave wash. 


“Before we were even given a‘ 


chance to get down to work, we were 
greeted by blasts from some of your 
elected officials in high office,’ Mr. 
Barry declared. “These blasts were 
unwarranted. They were unnecessary. 
And the timing of them was unfor- 
tunate. They added to our (the in- 
surers) burden, and I’m afraid they 
will add unnecessarily to the problems 
of the insured, our policyholders.” 

Though Mr. Barry did not identify 
the “officials’ about whom he was 
talking, Texans identified them as 
Gov. Price Daniel and Sen Yar- 
borough. Gov. Daniel issued a state- 
ment Sept. 16 warning adjusters and 
insurers that he would ask the state 
board of insurance to check on any 
reports of “fine print exceptions” be- 
ing used to escape or reduce payment 
of storm damages. The senator was 
quoted as stating that he would see to 
it that victims of the storm were not 
treated unfairly by the insurance 
companies and that if this appeared 
to be happening he would help them 
find a lawyer. 

Mr. Barry observed that the in- 
surers don’t have anything in fine 
print. “We have nothing to conceal 
and nothing to hide, and I deplore 
the harping, the yapping, and the 
yelling.” He emphasized that in Texas 
all policies and forms are specified 
by the insurance department, which 
also sets the rates .He noted that both 
the governor and senator had “kind 
of retracted what they said. But when 
they did that, it kind of reminded me 
of the kid who killed both his parents 
and then asked the court for mercy 
on the grounds that he was an or- 
phan.” 

He noted that the industry had ad- 
justers on the way to settle claims 
before Carla had finished with her 
damage. Adjusters carried memoran- 
dums instructing them to give the 
benefit of the doubt to insured. The 
operation is a credit to the business 
and agents in the storm areas deserve 
90% of the credit, he said. Insurers 
will pay every honest loss to the last 
dollar. 

Mr. Barry estimated the insurance 
loss from Carla at between $100 and 
$150 million. 


Excelsior has named Carlton W. 
Harrison field supervisor for Pennsyl- 
vania, Maryland and Virginia, with 
headquarters at Sinking Spring, Pa. 
He succeeds John A. Matlack, re- 
signed{ 
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L.A. Chamber To Hold 
Insurance Career Day 


Students from 17 Los Angeles area 
junior colleges will participate in an 
Insurance Career Day program Nov. 7 
under sponsorship of the life and gen- 
eral insurance committees of Los An- 
geles Chamber of Commerce. Plans 
include visits by small student groups 
to branch and home offices in the city. 

B. Franklin Knapp, Fresno, past 
president California Assn. of Insur- 
ance Agents, will present a talk en- 
titled, “It’s What’s Inside That Counts.” 

The program was organized by a 
planning committee comprised of the 
following Los Angeles insurance exec- 
utives: John G. Miller, Transit Casu- 
alty; Robert A. Brown Jr., Pacific Mu- 
tual Life, president Life Underwriters 
Assn. o. Los Angeles; Stephen R. 
Dach, Cohn, Dach & Howard, presi- 
dent Insurance Assn. of Los Angeles; 
Robert Degner, Kuhrts, Cox & Brand- 
er, Insurance Brokers Sweiety of 
Southern California; Charles A. Lutz 
Jr.. American International Under- 
writers. 

Also, Muriel Hively, Insurance Assn. 
of Los Angeles; Herman J. Schroeder, 
Van Norman & Morrison, chairman 
Insurance Assn. of Los Angeles Cham- 
ber of Commerce Committee, and Jo- 
seph T. Silveira, southern California 
manager Pacific Fire Rating Bureau. 


Pacific Of N.Y. Appoints 


Pacific of New York has named 
Robert Geary state agent in Massa- 
chusetts to succeed Henry Buermeyer, 
who retired after 20 years with the 
organization. 

Richard Bliss has been appointed 
special agent in northern and central 
Florida. 
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Ia. Mut. Tornado Makes 
Executive Promotions 


Iowa Mutual Tornado has made sev- 
eral promotions. 

Harry L. Gross, formerly president, 
has been named chairman and chief 
executive officer. He joined the com- 
pany in 1922 and in 1945 became 
secretary, then the top executive po- 
sition. He was named president in 
1958. A. P. Beck remains chairman of 
the board of directors. 

Wilbert M. Treimer has been raised 
to president and chief administrative 
officer. He went with the company in 
1934 and has been vice-president and 
secretary since 1958. 

Named vice-presidents were James 
M. Van Atta, with the company since 
1958; George R. Frink, who joined 
Iowa Mutual Tornado this year; Leon- 
ard H. Streck, with the company since 
1954, and James A. Vickery, who was 
also named secretary and has been 
with the company since 1957. 

Ervin T. Fuson, who joined the com- 
pany in 1948, and J. R. Downing, in 
1954, were named assistant secretaries. 


N.Y. Insurance Booth Busy 

Nearly 50,000 persons viewed an in- 
surance exhibit sponsored at the New 
York State Fair at Syracuse by In- 
surance Council of Syracuse, with the 
support of New York State Assn. of 
Insurance Agents. The exhibit was de- 
signed by Insurance Information Ins- 
titute to acquaint the public with serv- 
ices provided by independent agents, 
to demonstrate the strength and de- 
pendability of the stock companies 
and to present a cleerer picture of the 
role property and casualty insurance 
plays in evervday life. 
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if it’s hard to place... 
Call, wire or write 


KURT HITKE «COMPANY, INC. 


175 W. Jackson Blvd., Chicago 4, Ill. 
1776 Peachtree St., N.E., Atlanta, Ga. [ 


430 N. Fifth Street, Springfield, Ill. 
1090 N.E. 79th St., Miami 38, Fla. 
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UNLIMITED 


In 1917 a Royal-Globe company had the vision to design and write 
America’s first aviation physical damage policy. 


With today’s U. S. civilian market comprising 111,580 aircraft, 
6,881 airports and 758,368 licensed pilots, Royal-Globe continues 
to lead, as an independent aviation underwriter specializing in 


industrial, business and pleasure aircraft. 


Royal-Globe has aviation special representatives spotted through- 
out the United States, ready to help Royal-Globe agents solicit and 
write aviation insurance. 


Is your “‘visibility unlimited?” 











INSURANCE COMPANIES new york 38, New York 


} ROYAL INSURANCE COMPANY, LTD. - THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. - ROYAL INDEMNITY COMPANY - GLOBE 
INDEMNITY COMPANY - QUEEN INSURANCE COMPANY OF AMERICA - NEWARK INSURANCE COMPANY - AMERICAN AND FOREIGN 
INSURANCE COMPANY - THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD. - THAMES & MERSEY MARINE INSURANCE COMPANY. LTD. 
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Conventions 


Oct. 8-11, North Carolina agents, annual, 
Carolina Hotel, Pinehurst. 


Oct. 8-10, Missouri agents, annual, Governor 
Hotel, Jefferson City. ant 
Oct. 8-11, National Assn. of Casualty & Surety GROUP the 
Agents and National Assn. of Casualty & and 
Surety Executives, annual, The Greenbrier, 
White Sulphur Springs, W. Va. oe and 
Oct. 10, Insurance Economics Society, annual, the 
Edgewater Beach Hotel, Chicago. ADMITTED REINSURANCE ahh 
Oct. 11-12, NAIC president’s seating with om 
committee chairmen and vice-chairmen (ex- é 
ecutive sessions), and NAIC executive com- Fire e Casualty hou: 
mittee special meeting (executive sessions), m , 
Edgewater Beach Hotel, Chicago. Inland Marine ; imp 
Oct. 12-13, North Dakota agents, annual, Fargo. : 2 erag 
Oct. 15-17, Kansas agents, annual, Broadview Fidelity e Surety we 


Hotel, Wichita. 
Oct. 15-17, Maryland agents, midyear, Emer- 
son Hotel, Baltimore. 

Oct. 15-18, National Assn. of Mutual Agents, 
annual, Sheraton-Cadillac Hotel, Detroit. 
Oct. 16, Rhode Island agents, annual, Sheraton 

Biltmore Hotel, Previdence. 
Oct. 16-18, Michigan mutual agents, annual, 
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Sheraton-Cadillac Hotel, Detroit. lowe 
Oct. 16-18, Zone 6 of NAIC, Holiday Hotel, INSURANCE COMPANY urge 
Reno. (All executive sessions). OF GREAT BRITAIN 
Oct. 17-18, Massachusetts agents, annual, Shera- 3 ers, 
ton Plaza Hotel, Boston. dese. 
Oct. 19-21, Nevada agents, annual, Reno. THE deve 
Oct. 19-22, Colorado agents, annual, Broad- sural 
moor Hotel, Colorado Springs. f E 
Oct. 22-24, Ohio agents, annual, Deshler Hilton or 
Hotel, Columbus. was 
Oct. 23-25, South Carolina agents, annual, INSURANCE COMPANY M) 
Francis Marion Hotel, Charleston. accol 
Oct. 23-29, Hemispheric Insurance Conference, oO 
Lima, Peru. 10% 
Oct. 25, National Independent Statistical Serv- a pos 
| . 


ice, annual, La Salle Hotel, Chicago. .| comr 
Oct. 29-31, Tennessee agents, annual, Andrew HI IDSON _ 
Jackson Hotel, Nashville. payn 
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Oct. 30-Nov. 1, California agents, annual, Bilt- visio 
more Hotel, Los Angeles. INSURANCE COMPANY meet 
Nov. 2, Connecticut agents, annual, Statler- pirat 
Hilton Hotel, Hartford. e ag 
Fonda Hotel, Santa Fe. 5 polic: 
Nov. 12-15, Indiana agents, annual, Claypool | ae A. Munro, President fice | 
REINSURANCE Hotel, Indianapolis. 90 JOHN STREET up I 
Nov. 13-14, Illinois mutual agents, annual, : 
Pere Marquette Hotel, Peoria. NEW YORK % NEW YORK | to re 
Nov. 13-15, Health Insurance Assn., individual WOrth 4-000! wher 
insurance forum, Sheraton Hotel, Phila- for ir 
delphia. | ‘vy h 
Nov. 5-7, Illinois agents, annual, Chase & Park | cy 
Plaza Hotels, St. Louis, Mo. | than 
Nov. 8-10, American Management Assn., fall Pm eT A this. 





insurance conference, Drake Hotel, Chicago. 
Nov. 12-14, Kentucky agents, annual, Kentucky Expl: 


Hotel, Louisville. In surance A. 


Nov. 13-15, Mutual Insurance Technical Con- 
ference, Edgewater Beach Hotel, Chicago. 


Nov. 2-3, Nebraska agents, annual, Cornhusker was 
Hotel, Lincoln. toc | count 


Nov. 13-16, National Assn. of Independent In- chair) 
surers, annual, Hotel Biltmore, Los Angeles. this ; 
Nov. 15-17, Casualty Actuarial Society, annual, S aH 
Palmer House, Chicago. urve S | slides 
Nov. 16-17, Conference of Mutual Casualty recor 
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Companies, accounting & statistical, office , ° sional 
metheds & personnel conference, Conrad These reports prepared by us, provide : se 
Eien Setel, Calsage. you with the information needed to | peeen 
Dec. 4-8, National Assn. of Insurance Commis- ° : ment 
sioners, Adolphus Hotel, Dallas. compare important financial data on secret 

Dec. 27-29, American Risk & Insurance Assn., 
Corp.., 


annual, New York City. 


LIFE | Servi 
West Coast CPCUs Discuss 2? INSURANCE | maui 
Rehabilitation Methods a 5 a 


at its monthly meeting in Los Angeles 





















Pacific chapter of Society of CPCU FIRE AND 

conducted a panel discussion of re- CASUALTY | St. I 

habilitation of auto accident victims COMPANIES Va 
by liability insurers. Results of actual og 

cases handled under the total care These two studies contain 10-year (1950- | “_ 
concept were described. 1960) earnings records, analytical com- | lee os 
_ The panel noted that the company parisons, growth statistics, etc. You may | = 
involved not only underwrote such order copies by indicating your choice and | quarte 
treatment but also made cash advan- mailing the coupon below. } Son oO 
ces to the victim in lieu of wages, oe ee ee a 
pending final settlement of the claim. a 

EXCESS OF LOSS e PRO RATA Tle panel concluded that while this Conning & Company a 
e ° e 
CATASTROPHE plan was not practical in run-of-the- Members New York Stock Exchange bee 7 
mill claims, it should be strongly rec- ©. Senile 00. Sntiees 6. Geen is sa 
Your reinsurance needs receive executive attention omended in cases of serious injury. ‘ aie 
— Please send me —_____. copies of “‘1961 Life 
. ° . Insurance Companies—United States’ (52 

Elliott Bristow Retires pages) @ $3.00 per copy, and _____. copies Func 
Elliott L. Bristow, vice-president in of “1961 Fire and oe Insurance Com- Will 
the San Francisco office of Marsh & | Pimms. Se SDS Ty ee Ee Se of the 
McLennan-Cosgrove & Co., has re- iki Fidelit 
OCEAN REINSURANCE COMPANY tired after 38 years with the organi- Se SRR ke yt eT - Asso 
CEDAR RAPIDS, IOWA zation. He started in the brokerage | 4447¢% ©©-- 0 0000ss++sreeeeeeeeeees office 
department placing fire insurance and | ©”-- 000 SME a past 
in 1935 went into production. = — —— writers 
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Agency Management 
Attracts Attention 


Although there were three major 
sessions going simultaneously Tues- 
day morning during the National Assn. 
of Insurance Agents meeting at Dallas 
—the other two being the meeting of 
the National Board of State Directors 
and the property insurance and rural 
and small lines combined workshop— 
the agency management workshop, 
which included a session on automated 
agency accounting, played to a full 
house. It was a clear indication of the 
importance of the subject to the ave- 
erage independent agent. 


Two Part Program 


There were two parts to the pro- 
gram, Rosser Long, Fayetteville, W. 
Va., ageucy management committee 
chairman, conducting the first part 
and talking on collections. He was fol- 
lowed by R. B. Elliott, Richmond, who 
urged the use of automatic typewrit- 
ers, and P. C. Gallagher, Miami, who 
described the employe selection helps 
developed by the Greater Miami In- 
surance Board. Mr. Elliott substituted 
for R. L. Cook, Martins Ferry, O., who 
was unable to attend the meeting. 

Mr. Long said that, if delinquent 
accounts are to be kept to less than 
10% of an agency’s premium volume, 
a positive system is necessary. He re- 
commended a definite arrangement for 
payment on delivery of the policy, pro- 
vision for budget payments which 
meet the needs of clients, use of ex- 
piration and payment notices for small 
policies and an efficient system of of- 
fice accounting, with positive follow- 
up. He urged agents not to be afraid 
to resort to legal means for collection, 
where there has been a definite order 
for insurance, and he thinks his agen- 
cy has gained more good customers 
than it has lost poor ones by doing 
this. 

Explains Association Forms 


A. F. Blum, Far Rockaway, N. Y., 
was in charge of the automated ac- 
counting part of the session. He is 
chairman of the NAIA committee on 
this subject and he explained, using 
slides, the association’s manual and 
recommended forms. Three profes- 
sionals, Robert Burns, Washington, 
president American Agency Manage- 
ment Bureau, E. A. Toale, New York, 
secretary Recording & Statistical 
Corp., and J. P. Shanley, Jr., Atlanta, 
Service Bureau Corp., a subsidiary of 
IBM, followed him. Each explained the 
workings of his organization and its 
services. The panel answered a num- 
ber of questions. 


St. Paul F. & M. Names 


Van Arsdale Supervisor 
St. Paul F.&M. has appointed W. O. 
Van Arsdale farm and hail supervisor 
for Kansas and Oklahoma with head- 
quarters at Wichita. He is the grand- 
son of W. O. Van Arsdale, former 
general agent for the company at Wi- 
chita, and the son of J. H. Van Ars- 
dale, recently retired general agent. 
The younger Mr. Van Arsdale has 
been a special agent of the general 
agency for Kansas and Oklahoma. 


Fundenberg Retiring 

William C. Fundenberg, co-manager 
of the Los Angeles branch office of 
Fidelity & Deposit, is retiring. 

Associated with F.&D.’s Los Angeles 
office since 1923, Mr. Fundenberg is 
a past president of Surety Under- 
writers Assn. of Southern California. 


FeNATIONAL UNDERWRITER 


Hartford Fire Raises 
Downs In Package Unit 


Hartford Fire has named William 
F. Downs superintendent of the ma- 
rine and package dwelling department 
of the eastern department. Mr. Downs 
has been with the company since 1926. 
He has been assistant examiner, spe- 
cial agent in Connecticut and western 
Massachusetts, and for the past 13 
years on the marine department staff 
at the home office. He was named as- 
sistant superintendent of the depart- 
ment in 1959. 

Mr. Downs is one of the organizers 
of the Western Massachusetts Field 
Club and was its first president. He 
is also a past president of Hartford 
Insurance Group Men’s Club. 


Royal-Globe Makes 


Three Appointments 

Royal-Globe has transferred Mi- 
chael P. Captain, state agent at Colum- 
bus, to Detroit in the same capacity. 
He has been with the group since 1955. 

Stanford A. Ludlow has been named 
resident engineer at Charleston, W. 
Va. He joined the loss prevention and 
engineeering department in New York 
in 1958, and has recently been at East 
Orange, N. J. 

Myles M. Franey has been named 
claims manager at Manchester, N. H. 
He succeeds the late William G. Cle- 
ment. Mr. Franey has been with Ro- 
yal-Globe since 1956 at the Boston 
claims office. 


Hiller Joins Sayre & Toso 


William W. Hiller has joined the 
production department of Sayre & To- 
so at San Francisco. He has been with 
Pacific Indemnity in San Francisco 
as manager of the auto and casualty 
departments. He began his business 
career in 1946 with Premier. 


Etter Joins National Fire 

Roger A. Etter has been appointed 
special agent in northern Indiana for 
the fire. marine and multiple peril di- 
vision of Continental-National group. 
Mr. Etter, who has been traveling 
northrn Indiana for another company, 
has had local agency experience and 
was with Indiana Rating Bureau for 
five vears. 
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“4ANOTHER SUCCESS! 7? 


reports Preston M. Bacon, The Bacon Co., 


Inc., 


St. Paul Agent, Newton, Kansas 


ST. PAUL 
BUDGAPLAN 


KEEPS 


ACCOUNTS 


FROM 
DISA 


“It’s a fact—I’ ve never lost an account 
that I had under the St. Paul Budga- 
plan. And it’s eliminated collection 
problems wherever I’ve used it! 


‘‘What’s more, when people have their 
insurance set up on monthly payments 
like their utilities, they can afford a 
better insurance program. They pick 
up coverage they’ ve never had before!”’ 
For policyholders, St. Paul’s Budga- 
plan is the simple, convenient, eco- 


HOME OFFICE 
385 Washington St. 
St. Paul 2, Minn. 


NEW ENGLAND DEPARTMENT 
10 Post Office Square 
Boston 2, Mass. 


The Agency System... 








+ You! dependent 
5 basurance AGENT 
é { /.. 


An 





nomical monthly premium payment 
plan. 

And you, the agent, can add policies 
to the plan as they are issued. What’s 
more, there’s no monthly detail work: 
your name appears on all bills, but 
payment is made directly to the 
St. Paul. 


Get the complete story on profitable 
Budgaplan sales. Call or write your 
nearest St. Paul Office. 


EASTERN DEPARTMENT 
90 John Street 
New York 38, N. Y. 










PACIFIC DEPARTMENT 
Mills Building 
San Francisco 6, Calif. 


& 





American Tradition 





the fresh 
approach 
is the 


Pl 


approach 





PACIFIC INDEMNITY GROUP | 


signage. INDEMNITY SOureny t TEXAS PACIFIC INDEMNITY a Sag pnd 3 





MULTIPLE LINES 


ATLANTA + CINCINNATI + DALLAS 
KANSAS CITY « LOS ANGELES + OAKLAND 
PORTLAND + SAN FRANCISCO «+ SEATTLE 
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HeNATIONAL UNDERWRITER 


Chubb & Son’s New Commercial 
Form Packages The Packages 


Chubb & Son has developed a new 
comprehensive commercial policy, a 
flexible form which, in effect pack- 
ages the plethora of packages now on 
the market by eliminating the need 
for separate forms for various classes. 
The filing has been approved in Ohio 
and West Virginia and is pending 
in other states, and is planned for 


Right size package for any commercial account 


year policies of any of Afco’s hundredsof subscribing com- 
panies, plus others including Lloyd’s London, can be 
packaged in one account—custom-tailored to suit your 


Nocommercial account is too big to handle when you offer 
Afco’s low-cost premium budgeting facilities to prospects. 

For example, not long ago a broker financed a single 
account through Afco with premiums close to $3 million. 

Through Afco’s convenient premium budgeting the 
businessman avoids irregular payment dates and large 
lump-sum payments that drain off working capital. You 
can quickly provide premium financing at competitive 
rates on all commercial coverages. One, three and five- 








eventual national use. 

The CCP is designed to be adapt- 
able to all commercial risks—and hab- 
itational risks, excluding private dwel- 
lings. It is a multi-line contract cov- 
ering direct real and personal damage, 
time element and comprehensive li- 
ability. 

The policy standard 


covers. the 





insured. 


ATLANTA 

1182 W. Peachtree St., N.W., Atlanta 9, Ga. 
BALTIMORE 

201 E. Baltimore St., Baltimore 3, Md. 
CHICAGO 

327 So. La Salle St., Chicago 4, Ill. 
KANSAS CITY 

P.O. Box 8788, Kansas City 14, Mo. 


Afco can boost your sales, help you earn larger com- 
missions. Join the many thousands of agents and brokers 
who have already budgeted hundreds of millions in com- 
mercial and individual premiums through Afco. Get in 
touch now with the manager of the Afco office nearest you. 


perils of fire, lightning, removal, ex- 
tended coverage, sprinkler leakage, 
vandalism and malicious mischief. 
Burglary and elevator collision are 
included, and the aircraft peril has 
been expanded to include loss by self- 
propelled missiles. Sonic boom is also 
included because damage by aircraft 
is not limited to loss arising out of 
direct contact. 


Exclusions 


Household and personal effects of 
insured, his relatives and associates 
are excluded to prevent inclusion in 


LOS ANGELES 

548 So. Spring St., Los Angeles 13, Calif. 
MIAMI 

1036 S. W. First St., Miami 36, Fla. 
NEW YORK 

100 William St., New York 38, N. Y. 


| 





SAN FRANCISCO 
142 Sansome St., San Francisco 4, Calif. 
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the CCP of possessions which belong 
under a standard dwelling or home- 
owners form. 

Nuclear, war and other common ex- 
clusions are standard. However, with 
relation to exclusions under EC, van- 
dalism and malicious mischief, there 
is no restriction with regard to length 
of time of vacancy or unoccupancy. 
This results in somewhat broader 
than standard coverage. 

In contrast to common practice, the 
liability section automatically includes 
personal injury, products hazards and 
property damage on an occurrence 
basis. The blanket contractual cover- 
age embraces oral as well as written 
contracts. 

There is a single limit of liability 
which applies to personal injury as 
well as property damage. This is 
broader than the standard double 
limit liability form. There is only one 
aggregate limit applicable to prod- 
ucts hazards for personal injury and 
property damage. The CCP applies no 
aggregate limit on any other hazard. 
This differs from the common com- 
prehensive form containing full aggre- 
gate limits for all property damage 
hazards for which coverage is pro- 
vided. 

Exclusions are common to stand- 
ard comprehensive liability forms ex- 
cept that liability for action on a con- 
tract by a person not a party thereto 
is not excluded. 


Other Coverage And Features 


Supplemental endorsements are 
available for valuable papers and rec- 
ords, additional expense, and earnings. 
Other endorsements cover compre- 
ihensive glass, neon signs, medical 
payments and garage keepers legal 
liability. The net effect of these en- 
dorsements is standard coverage in 
each case, although their wording is 
modified to make them compatible 
with basic policy conditions. 

Other optional coverages now 
available under standard policies can 
be attached to CCP. Although attach- 
ment of standard riders not specifi- 

(CONTINUED ON PAGE 36) 








Confidence... 


Your client’s confidence is your 
most valuable asset. Where 
property values are in question, 
always refer your client to a 
nationally known, reliable ap- 
praisal firm. 


THE LLOYD -THOMAS co. 


Recognized Appraisal Authorities 


HOME OFFICE: 
4411 Ravenswood Avenue 

Chicago 40, Ill. 
REPRESENTATIVES COAST TO COAST: 
Buffalo Detroit Milwaukee 
Cincinnati Grand Rapids Minneapolis 
Cleveland Houston New Orleans 
Columbus Indianapolis New York 
Dallas Kansas City Pittsburgh 
Des Moines Louisville St. Louis 

Los Angeles 
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Catastrophe Work Of 
National Board Told 


B. P. L. Carden, New York, general 
adjuster National Board, outlined the 
catastrophe plan of his organization 
and particularly the help expected of 
agents at the opening session of Na- 
tional Assn. of Insurance Agents meet- 
ing in Dallas. There was a large at- 
tendance and great interest in the dis- 
cussion, undoubtedly stimulated by 
the emergency measures arising out 
of Hurricane Carla, which were going 
on not far away. 

S. H. Warner, Memphis, NAIA ex- 
ecutive committeeman, presided at 
this session and the other speakers 
were J. F. Miazza, Dallas, southwest- 
ern manager of General Adjustment 
Bureau, who described the adjuster’s 
task in more detail, and J. J. Quinn, 
Bartlesville, Okla.. who spoke on the 
agent’s part. 

Although most people think of Na- 
tional Board catastrophes as caused 
exclusively by windstorm, Mr. Carden 
said the treatment can be applied to 
any widespread disaster, such as the 
Roseburg, Ore., explosion and the Long 
Beach fire and explosion. The first 
test of the machinery and the first 
numbered catastrophe was that of 
Amarillo in 1949. The essentials of the 
plan are deciding the severity of the 
damage, its geographical area and 
needed manpower and maintaining 
press and radio relations. 

Insurance Information Institute now 
has taken over most of the public re- 
lations responsibilities. But Mr. Car- 
den said National Board still author- 
izes and pays for appropriate advertis- 
ing, in cooperation with the agent. 


State Associations 


In 1951 NAIA passed a resolution 
asking each state association to set 
up a catastrophe loss committee. Com- 
pliance has not been as good as it 
should be, but Mr. Carden said the 
Texas, Florida, Arkansas and Oklaho- 
ma associations have done outstanding 
work along these lines. Carla is the 
proof of what the Texas agents have 
done. 

An important responsibility of the 
agent, Mr. Carden said, is to stop at 
the source claims which are not to be 
paid because of no coverage or because 
of a deductible. The agent can do a 
much better job of explaining this to 
his clients than an adjuster can and 
the result is not only better public re- 
lations but a tremendous saving in 
time, effort and expense. He asked the 
agents not to abuse designating losses 
as hardship cases and to explain why 
each loss so reported should be in that 
class. Preparing the notice of loss 
should always be the agent’s respon- 
sibility, and this is particularly impor- 
tant in catastrophes. Mr. Carden also 
urged edth agent to find out from his 
companié¥ in advance just what pro- 
cedure each company intends to fol- 
low in case of a catastrophe. A par- 
ticular company, for example, may 
send a number of its own staff ad- 
justers into a catastrophe area. If the 
agent does not know this, he may 
assign losses to bureau or independent 
offices, thus causing backtracking, loss 
of time for everyone, and bad public 
relations. 

The talks of Mr. Miazza and Mr. 
Quinn are reported elsewhere in this 
issue. 


Thos. Jefferson Stock Offer 

Thomas Jefferson Ins. of Louis- 
ville, has filed with SEC a registration 
statement covering a proposed offer- 
ing of 63,750 shares of common stock. 





FieNATIONAL UNDERWRITER 


Stein Bros. & Boyce is the principal 
underwriter. The stock is to be offered 
at $4.70 a share. The stock to be sold 
is authorized but unissued. 


Morgan To Md. Casualty 

Harry N. Morgan has joined Mary- 
land Casualty as manager of the home 
office bonding division. He will be as- 
sociated with Albert H. Walker, vice- 
president in charge of the division. 

Mr. Morgan has been with Massa- 
chusetts Bonding at St. Louis and at 
Dallas. 


you ndependent 
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Hartford Fire Appoints 
Melander In Education 


Arnold W. Melander has been named 
to the new position of staff education 
director in the home office personnel 
department of Hartford Fire. He has 
been assistant manager of the New 
England office. 

Mr. Melander will assist depart- 
mental and branch offices in training 
and developing employes. He will work 
with administrators of education who 
will be named in departmental offices. 
A continuing education program will 
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be established for 
throughout the country. 
With the company since 1936, Mr. 
Melander started at the home office. 
was transferred to Pittsburgh as a 
supervising underwriter, and was re- 
assigned to the home office in the 
agent’s service department. He later 
became field supervisor. He has been 
at the New England office six years. 
National Board Fire Prevention 
Week posters from past years are be- 
ing displayed in the board’s building 
at 85 John Street, New York. 


staff members 
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HONESTY IS THE BEST POLICY- 
SELL CONTINENTAL'S 3-C COVERAGE 


Comprehensive Crime Coverage Meets the Challenge of 
Rising Burglary and Embezzlement Losses 


3-C Opens Up A Rich Field 


out-and-out theft. 


zines and newspapers. 


respected publications, 


Many Special Sales Features 


protection to be added. 





| FOR DETAILS ON CONTINENTAL’S HONESTY 
| INSURANCE, SEE YOUR NEAREST CONTINEN- 
| TAL AGENT OR BRANCH REPRESENTATIVE— 


| OR FILL OUT AND MAIL THE COUPON, 


is part of the 
Continental kit 
which will help 
you sell 3-C. 





A Member of the C 


tal-Nafi, 
HGS 





National Fire of Hartford 





You’ll find a ready and growing market for 
Continental’s 3-C Insurance as more and 
more management men recognize the neces- 
sity for protection against dishonesty and 


Burglary and Embezzlement Now In The Spotlight 

The need for just such insurance is now being 
highlighted in leading management maga- 
Continental’s 3-C is 
your ideal tool to open up this exceptionally 
lucrative field—with much of your selling job 
already done in the editorial pages of these 


Your prospect will appreciate the one-pre- 
mium convenience of 3-C. He’ll like the 
broad protection 3-C offers. And he’ll like 
the flexibility that permits additional crime 


Confinental supplies 
you with effective 
sales aids. This 


CONTINENTAL CASUALTY COMPANY 
i | Grou 
Continental Assurance sonnei 


Transportation Insurance Company 
Transcontinental Insurance Company 
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| Continental Casualty Company 


NAME 


Room 2802, 310 S. Michigan Ave., Chicago 4, Illinois 


Please send me information on 3-C Honesty Insurance. 





ADDRESS 





CITY. 


ZONE 








STATE 
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HeNATIONAL UNDERWRITER 


Cites Riddles In Homeowners 


J. F. Prola, Springfield, I1l., member 
of NAIA’s property committee, has 
felt for a long time that there is some- 
thing wrong either in the rate struc- 
ture of homeowners or in the basic 
premiums for individual coverages. 

In a talk at the Dallas combined 
property and rural and small lines 
workshop, he emphasized his point 
with an illustration of the difference 
in price between homeowners and sep- 
arate policies in Springfield. 

On a home being insured there for 


$35,000, the charge under homeowners 
#2, with $50,000 liability and $500 
medical limits, comes to $367. The pre- 
mium for fire and extended coverage— 
with additional cost for comparable 
coverages such as household goods, lia- 
bility, TV antenna and personal theft 
—is $336.80, for a combined premium 
of $724.25. The difference is $357.25, 
and it seems rather obvious to Mr. 
Prola that the rate differential cannot 
be ascribed to the so-called 20% sav- 
ings afforded by combining coverage 


in one package. 

Another feature of the homeowners 
premium charge that seems out of 
kilter to him is that for swimming pools 
and outboard motors. The fact that 
there is a specific charge for those 
coverages doesn’t surprise him as much 
as the rather high additional premium. 
Many of the independents have revised 
their policies to eliminate the charge 
entirely, while still others have never 
made a charge. Again, it would ap- 
pear that one school of thought, or one 
set of experience figures, must be 
out of step. 
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SECURITY-CONNECTICUT — the single source for all these lines: life * accident « fire « 
casualty * group * automobile + marine * bonds and all other forms of personal 


business insurance. 


The 


PBI SNES LS A OER IS, 
Security « Connecticut 


insurance Group 


New Haven &, Connecticut 





Securit “4 


future 


Fire & 


OUR PRODUCT 





. . . May depend on Security today: 
Security-Connecticut, that is. This is 
the most modern of companies—the 
one multiple-line company pledged to 
the American Agency system. Your future looks bright with Security — 
because Security today offers you contingent-commission and profit-sharing 
contracts for qualifying business, policies priced to meet direct writer com- 
petition, shaped to sell with modern features like monthly payments and 
deviated policies. Gazing into the future, your clients and prospects alike 
look to Security-Connecticut for the protection of the fruits of their success, 
and of the people who make striving for success worthwhile. . . 


Security Insurance Company of New Haven 
Connecticut Indemnity Company 
ye a net Life Insurance Company 


Founders’ Insurance Company 








asualty insurance Company of Connecticut 
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As an indication of recent thinking 
along the lines of these specific cover- 
ages, there is the mandatory form 50, 
granting coverage for newly-acquired 
motors without any restrictive time 
period. It previously had been 30 days. 
Form 50 supplements the declarations 
by stating that the insured owns no 
outboard motors rated at more than 
10 hp, except for those listed on the 
form. But Mr. Prola wonders if the 
insured owns such a motor or motors, 
whether there would be a material 
misrepresentation. He hardly thinks so, 
but the point could stand some clari- 
fication. 

Homeowners #5 is intended to be a 
replacement for the old C form and is 
supposed to be the ultra-ultra in all 
risk coverage. Still, agents are faced 
with a $100 deductible on losses other 
than fire or lightning and windstorm 
or hail. This seems totally incongruous 
to Mr. Prola, since the client who is 
best able to afford the nearest thing he 
can get to complete coverage is saddled 
with a deductible. 

Mr. Prola recognizes that the reason 
for this mandatory deductible, which 
incidentally can be reduced to $50, is 
the poor experience on this type of 
risk, but he still finds it very hard to 
sell. And the fewer policies that are 
sold, the poorer the experience, he 
would imagine. As a result, he general- 
ly prefers to write the #3 and #4 com- 
bination, rather than form 5. 


More Change Ahead 


Some independents have come up 
with the idea of placing the personal 
property form with the form 3, as a 
means of providing all risk coverage. 
The philosophy seems to be that the 
contract can be made attractive to 
both the buyer and the company if an 
adequate premium is realized. It will 
be interesting to watch experience 
figures in this regard, Mr. Prola said. 

The idea of continuous homeowners 
is fraught with peril, in his view. The 
farther the agent gets from his cus- 
tomer the less he serves. There are 
problems peculiar to homeowners that 
do not lend themselves to easy solution 
in the form of continuous policies. 

There are more changes coming in 
the field of home protection: Further 
consolidation of coverages and further 
broadening of policies. Agents have be- 
come accustomed to change in the bus- 
iness, and rightfully so. Many were op- 
posed to the entire idea of packaging 
when it was first offered, but Mr. Prola 
thinks that very few, if any, will deny 
that it has been a wonderful mer- 
chandising tool. “Competition is the 
spice of life, and our way of life is 
getting more spicy every day,” he con- 
cluded. 


St. Paul F. & M. Moves Claim Office 

St. Paul F.&M. will handle claims 
in Minneapolis and the suburban area 
in a newly purchased building at 6101 
Wayzata Boulevard, effective Dec. 1. 
The building will also serve as a sales 
office for Western Life in the Minnea- 
polis area. 
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Calls Farmowners 


’ . = ’ 
Screening Device 

DALLAS—Unstinting praise for the 
farmowners policy and unrestrained 
dissatisfaction with at least the pre- 
mium structure of the homeowners 
policy were expressed at the conven- 
tion here of National Assn. of Insur- 
ance Agents during a combined work- 
shop of the rural and small lines and 
property committees. A. Julian Len- 
ke, Cincinnati, chairman of the latter, 
oversaw the proceedings. 

Dean E. Matthews, Ashland, Kan., 
said of the farmowners package, “‘Nev- 
er in the history of farm underwriting 
has an insurance contract so closely 
matched the desires and requests of 
producing agents.” If it doesn’t work, 
he said, agents will have to accept 
respon ibility for the failure. 

Mr. Matthews’ enthusiasm for the 
farmowners coniract is tempered by 
reported reluctance of some insurers 
to accept it. According to him, some 
companies have switched underwrit- 
ing authority from state agents and 
local branch offices to regional or even 
home offices. Certain insurers, he said, 
are refusing the class altogether while 
continuing to accept survey and re- 
cording farm business. In Kansas, it 
took six weeks to obtain policies and 
forms after the Kansas department 
approved farmowners. 


Agency Underwriting 


Warning that it is impossible to force 
a substandard risk into farmowners, 
Mr. Matthews called the contract “an 
underwriter’s dream.” He said the 
risk has to be superior before the plan 
will work. It is the “best automatic 
screening device” yet devised, because 
the screening takes place at the point 
where it should occur—at the agency 
level. 

Mr. Matthews paid tribute to the 
important role played by the NAIA 
technical conference subcommittee in 
the development of farmowners. 

Joseph F. Prola, Springfield, Ill., 
spoke of packaging as a “wonderful 
merchandising tool,” and urged agents 
to welcome changes with an open 
mind. But, in the current homeowners 
situation, he finds a number of inequi- 
ties and objectionable notes. 

Mr. Prola said he has felt for a long 
time that there is something wrong in 
the rate structure of either the home- 
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Glens Falls Appoints 


Neumann At Chicago 

Glens Falls has appointed Arthur 
W. Neumann general manager of its 
central department in Chicago. He suc- 
ceeds the late F. E:, Dougherty. Mr. 
Neumann will be assisted by John H. 
Bryden, manager, and by C. Stanley 
Spiese and Max L. Myrick, assistant 
managers. 

Mr. Neumann joined the company 
in Chicago in 1946 as casualty under- 
writer. He was promoted to manager 
of the casualty department in 1948 
and in 1952 was made agency director. 
In 1957 he was appointed manager of 
the entire central department terri- 
tory. 


IAC Eyes Mutuals 

Insurance Advertising Conference 
is taking a mail ballot among mem- 
bers on the question of changing the 
constitution to permit agency mutual 
companies to join. The question has 
come up at several meetings of IAC 
without resolution. 





owners or the basic premiums for in- 
dividual coverages. Citing substantial 
differences between a homeowners 
policy and separate coverages in his 
territory, he stated, “It seems rather 
obvious to me that the rate differen- 
tial cannot be ascribed to the so-called 
20% savings afforded by combining 
ali coverages into one package.” 


Cost For Pools, Outboards 


Mr. Prola expressed dissatisfaction 
with the “high cost” for swimming 
pools and outboard motors. Pointing 
out that independent filings often omit 
these charges, he said one school of 
thought has to be out of line. 

Another point of Mr. Prola’s criti- 
cism is the mandatory deductible of 
homeowners form 5. He calls this “to- 
tally incongruous, since the client that 
is best able to afford the nearest thing 
he can get to complete coverage is sad- 
dled with a deductible” Though he 
realizes that the reason for this is poor 
experience, Mr. Prola said he finds it 
very hard to sell. “And the fewer pol- 
icies that are sold, the poorer will be 
the experience, I would imagine.” 

In Mr. Prola’s office, as a result of 
the mandatory deductible on form 5, 
there is a preference for forms 3 and 
4, 
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Recruiting Requires Constant Contact With Employment Field 


(CONTINUED FROM PAGE 2) 
requirements, whereas others deal 
with the problem of placement in a 
purely come first and be served first 
statistical basis wherein the qualifica- 
tions are second to the listing on the 
placement sheet. 

Personal references. This source in- 
cludes friends, relatives and casual ap- 
plicants. If a company has established 
a good reputation in an area, and has 
given some consideration to modern 
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Represent 
Companies 


working conditions, personal recom- 
mendations by its employes, friends 
and clients may serve as a good source 
of recruiting. Personal references are 
not always a dependable source in that 
references usually slow up when there 
is a tight labor market. 

Companies in other lines but located 
in the same area. With a shifting pop- 
ulation and the ebb and flow of busi- 
ness, many employment officers watch 
for lay-offs from non-competitive 
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Bonds and Burglary 


You’ll have prompt and fair claims service 
available locally and wherever your clients may travel 


in the United States or Canada. 


companies in the area, hoping to be 
able to pick-up qualified persons who 
can be trained to the insurance busi- 
ness. 


Ability To Find A Source 


As a corollary to the knowledge of 
the market, recruiting requires a con- 
stant contact with the whole field of 
employment and employment practic- 
es. A smart salesman always analyzes 
his product and makes the presenta- 
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tion of the best points. A recruit rarely 
enters a field of activity completely 
through self-determination. Someone 
has exposed him to the opportunities, 
the advantages and rewards of an in- 
dustry, trade or business. Recruiting is 
a form of selling in which a specific 
company is sold to the recruit. 

The recruiter is in competition with 
other industries. The recruiter who 
knows the insurance field and can 
speak from experience, and has the 
know-how of recruiting and screening 
will get his share of the market. 


Ability To Select 


What is the recruiter interested in? 
First, he has an interest in the educa- 
tional background of the applicant. 
Second, he is interested in the voca- 
tional experience of the recruit (if he 
has had experience). Third, he is in- 
terested in the personal data of the 
recruit—age, marital status, military 
status, hobbies, habits, and motiva- 
tions. Fourth and lastly the recruiter is 
interested in appraising the applicant’s 
potentials in the insurance field. 

Screening is not a trial and error 
experience. What many recruiters fail 
to remember when they establish the 
specifications is that every qualifica- 
tion which is required adds to the 
price which must be paid. The appli- 
cant’s qualifications should be matched 
to a set of realistic specifications which 
in turn adequately express the re- 
quirements for the work. We look for 
personality, appearance, experience, if 
any, physical attributes (health, etc.), 
education (basic minimum necessary 
to do the work), initiative, and de- 
pendability. 

These are either screened by inter- 
view, review of background data, or 
by aptitude test, or by all three. But 
unless the screening is thorough, the 
employment becomes a costly trial and 
error. 


A Knowledge Of Salaries 


As was pointed out before, salaries 
are based on the qualifications, tem- 
pered by supply and demand. If I 
gave an employe $25 and asked him 
to go out and purchase a cashmere 
jacket for me so I could wear it while 
painting a bedroom at home, there 
would be two fallacies in the order. 
First of all, the employe could not 
purchase a cashmere jacket for $25. 
Secondly, I don’t need a cashmere 
jacket for painting a room. In this 
case I have two choices—pay what 
the cashmere jacket is worth or find 
out exactly what type of coverage is 
best in painting. 

Do not misinterpret the example as 
downgrading the insurance employ- 
ment. Let it clearly illustrate the need 
for proper job analysis, the establish- 
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ment of proper specifications, and the 
balanced relationship between salary 
and qualifications. I do not want to 
overdo the employment _ specialist 
theme, but a knowledge of wage rates 
is most essential in recruiting. The em- 
ployment market is not a static thing 
which rarely changes—on the contra- 
ry, it is dynamic, particularly by geo- 
graphic areas. Even fashions in em- 
ployment change where one industry 
will carry a temporary advantage over 
another due to some momentary pop- 
ularity. 

Recruiting and selecting cuts beyond 
the fads and fancies which often at- 
tend a tight market. For example, 
some companies were recruiting col- 
lege students in their junior year of 
school—were paying their expenses for 
an interview (and_ entertainment) 
which la:ted about a week, and were 
paying successful candidates any- 
where from $50 to $100 per month 
during their senior year, and then 
were paying the moving expenses of 
out-of-town applicants. The officer of 
one small company told me that his 
recruiting expense ran over $5,000 per 
accepted recruit. 


Recognize Advantages 


It appears to me that an important 
consideration in recruiting is to re- 
cognize the advantages as well as the 
limitations in the job offering and se- 
lect those recruits which in your opin- 
ion will be content to work under the 
conditions imposed in the work. Over- 
selling a situation may attract a re- 
cruit for the time-being, but it will 
produce a labor turnover in the long 
run which can be expensive. 

Here are our 10 commandments for 
recruiting, selecting and retaining em- 
ployes: Analyze each job and know 
what kind of person you want; per- 
sonally interview all applicants who 
have been screened for consideration; 
check (or have checked) all refer- 
ences; pay the going area rates; train 
the employe to his job; follow-up each 
new employe and assist him in his ad- 
justment to the job; study the sources 
of recruiting for their effectiveness; 
reward new employes on merit basis 
only; avoid excessive promises and 
overselling; and get the advice and as- 
sistance of a professional employment 
counsellor. 


Embryonic Juror Can't 
Collect WC In Michigan 


LANSING—Michigan supreme court 
has ruled that a woman has no legal 
right to workmen’s compensation bene- 
fits for an injury suffered while en 
route to serve on a jury. 

Mrs. Marie Jochen of Saginaw had 
been granted a compensation award 
by the state workmen’s compensation 
appeal board. She had taken time off 
from her regular employment to serve 
on a jury and broke her hip in a fall 
on the city hall steps. She brought an 
action, on the basis that she had be- 
come a county employe, against Sag- 
inaw County and its insurer, Michigan 
Mutual Liability. 

The court split three ways on the 
issues involved, but the consensus de- 
nied compensation. Three justices 
noted she had not been sworn as a 
juror when the fall occurred. Three 
other justices held there was no com- 
pensation liability under the juror re- 
lationship. Two upheld the award. 


Zurich Appoints F. J]. Deimling 

Zurich has named Francis J. Deim- 
ling supervising underwriter at Cin- 
cinnati. Mr. Deimling has 20 years’ 
experience in insurance: 15 years with 
Northwestern National and five years 
with Selective. 


FieNATIONAL UNDERWRITER 21 


Aetna Casualty Class 
Told To Survey-Sell 


The survey method of account sell- 
ing gives the new agent his best oppor- 
tunity, Aetna Cas- 
ualty sales course 
graduates were 
told at their grad- 
uation dinner by 
George R. Brun- 
elle, a 1951 grad- 
uate and now 
vice-president of 
Porter-Brun- 
elle, Albion, N.Y. 

The class was 
led by Paul H. 
Troyer Jr., Cleve- 
land. Other blue 
ribbons for high scholastic standing 
went to Blair E. Blage and Richard F. 
Lahue, Indianapolis; Gerald W. Mur- 
phy, Hartford; Robert A. Morrison, 
Philadelphia; James L. Jerden, Atlan- 
ta; James A. Hoyt, Danbury, Conn.; 
Carter Norris, Phoenix; and Robert 
W. Wadleigh, Huntington Park, Cal. 

Gold ribbons for demonstrating out- 
standing soliciting techniques were 
won by Mr. Blage, Mr. Murphy, Mr. 
Norris, Roy J. Peoples of Lake Placid, 
Fla., and Phillip J. Schmitt of Hartford. 

Mr. Brunelle said: “Not only is the 
client for whom you do the survey 
impressed with its thoroughness, par- 
ticularly if a claim arises, but the 
word seems to spread that you’re a 
man who really knows his business. 





George R. Brunelle 


Heads Cramsie Agency 


John J. O’Neill, vice-president, has 
been named president and treasurer of 
Frank A. Cramsie & Co. agency, Chi- 
cago, to succeed the late Frank A. 
Cramsie. James Cramsie, son of Frank 
Cramsie, becomes vice-president. Jo- 
seph S. Falk and Edward J. Weglarz 
continue as assistant vice-presidents, 
and M. J. Kelly is secretary. With the 
exception of James Cramsie, who 
joined the agency in 1957, all the oth- 
ers have been with it for many years, 
none less than 20. 


Bay City (Mich.) Agents Elect 
Henry G. Rexer has been named 
president of Bay City (Mich.) Assn. 
of Insurance Agents. Other new offi- 
cers: Bourke Lodewyk, vice-president, 
and Paul Ratkos, secretary-treasurer. 
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(CONTINUED FROM PAGE 1) 
than Twining. 

Cooper M. Cubbedge of Jackson- 
ville was elevated to the presidency 
to succeed Porter Ellis of Dallas. 
Hayne P. Glover Jr. of Greenville, S. 
C., was elected vice-president and will 
serve as chairman of the executive 
committee. William E. Webb Jr., of 
Statesville, N. C., was elected to the 
executive committee. One member is 
elected by the state directors and one 
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NAIA Asks Travel Club Facilities Be Set Up By Insurers 


appointed by the executive committee 
each year. 

The selection by the executive com- 
mittee is Stafford H. Warner of Mem- 
phis for a three year term on that 
committee. He has just completed a 
year’s term on the committee. He is 
past president of the Memphis and 
Tennessee associations and is vice-pre- 
sident and a director of E. H. Crump 
& Co. 

The installed at the 


officers were 


annual banquet by Commissioner Lar- 
son of Florida. 

Mr. Cubbedge served two years on 
the executive committee before being 
elected vice-president. He is past pre- 
sident and former state national di- 
rector of the Florida association. He 
started in insurance in 1923 and is 
vice-president and manager of Jack- 
sonville Properties Inc. He was the 
first recipient of the L. P. McCord 


achievement award for service to the 
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business. He is president of the Jack- 
sonville tourist and convention bureau. 

Mr. Glover, past president of the 
South Carolina association and former 
state national director, was chairman 
of Southern Agents Conference in 1955. 
He was on several NAIA committees 
before his election to the executive 
committee. He is president of the Glo- 
ver Bros. agency in Greenville. He is 


co-chairman of the city insurance 
placement committee, named by 
Greenville, which acts as insurance 


adviser to the city. He is president of 
the Greenville Rotary Club. 


Webb’s Background 


Mr. Webb, past president and pre- 
sently state national director of the 
North Carolina association, has been 
in the business since 1917 when he 
became owner-operator of the agency 
founded in 1901 by his father. He was 
awarded the C. W. Coghill plaque for 
a state association member making an 
outstanding contribution to the asso- 
ciation and the agency system, and the 
Louis M. Conner cup, for outstanding 
service to the association by a non- 
officer. He won a presidential citation 
from NAIA in 1951. He is a CPCU and 
was the first president of the Caroli- 
nas chapter. He is chairman of the 
board of Mitchell College, vice-chair- 
man of Iredell Memorial Hospital, and 
past president of Rotary Club and the 
chamber of commerce. 

The directors adopted a resolution 
expressing NAIA’s disapproval of the 
purchase of agencies by agency sys- 
tem companies. Such purchases vio- 
late the principle that the agent owns 
the expirations, the resolution de- 
clared, and NAIA “opposes and con- 
demns” such practice. 

Another resolution urged NAIA to 
take an active part in the activities 
of the President’s committee for traf- 
fic safety, and in traffic safety gener- 
ally. The resolution also urged state 
associations to work for uniform traf- 





Morton V. V. White, Allentown, Pa., 
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Los Angeles. 
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INSURANCE POLICY THAT FLOATS 
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R. Max Hursh of Riverton, Wyo., Jack Daniels of Hobbs, N. M., and 


Richard B. Light of North America discuss business production over a tub 


which is featured in current North America advertising. 


fic laws and rules. 

The directors paid tribute in me- 
morials to William B. Calhoun of Mil- 
waukee, past president of NAIA, and 
to J. Theodore Burke, executive secre- 
tary of the Massachusetts association 
for many years. 

The California mileage cup went to 
New Jersey, and the Des Moines at- 
tendance award to Louisiana. 

Jack C. Schroeder of Chico described 
how well the auto club has worked 
for the agents in California. It was 
formed by members of Pacific Auto- 
mobile Underwriters, Conference at 
the request of agents. Memberships are 
sold by agents, with a 25% commis- 
sion. Purpose is to deliver the best 
service to motorists at the lowest cost 
in the U. S., he said. 

The club offers emergency road 
service, with no limit in cost, in Ca- 
lifornia. The first half hour of me- 
chanical aid is free. The club will have 
a tire changed, a battery or gas and 
oil delivered, and will provide ambu- 
lance service at no cost. It offers trav- 
el information and a touring guide, 
and it provides hotel and resort serv- 
ices such as reservations. It will reg- 
ister the motorist’s car and get his 
licenses, take care of traffic violations 
even to appearance in court and pay- 
ment of the fine. It provides fine 
claim service on collision. It publishes 
a monthly magazine of national tour- 
ing information and articles of inter- 
est. The insurance saving is 20%, up 
to a maximum of $7.50, on collision. 
Membership is $12 annually. 


PR Vehicle 


The club’s services provide a re- 
markably good public relations vehi- 
cle, Mr. Schroeder said. It has repre- 
sentatives who are able PR men whoa 
make talks over the state. He regards 
it as the best possible method of get- 
ting business for the agent and urged 
that it be established nationally. 

Mr. Ellis observed that in the past 
year quite a few insurers have become 
interested in a plan of this kind. Eben 
Learned Jr. of Norwich reported that 
the Connecticut association recently 
was approached by.the American Au- 
tomobile Assn. facility-in that state and 





asked to consider selling memberships. 
The AAA indicated that if the agents 
don’t do this, the auto club will affil- 
iate with “one of the largest insurance 
companies in Connecticut.” 

Ray Muth of Newark said the New 
York state association was asked by 
one of the large agency companies to 
contact the auto club with the idea 
that member agents would sell AAA 
memberships. But the association 
found the auto club cool to the idea. 

Mr. Ellis pointed out that in many 
areas AAA clubs are affiliated with 
insurers, most of them reciprocals, 
which are “vicious competitors.” 


Road Aid 


There was some _ discussion of 
whether an agents’ auto club would 
conflict with Road Aid. The consen- 
sus was that it would not. Edward J. 
Bachman of St. Paul said the road 
towing service agents set up in Min- 
nesota is $8,500 in the hole so far and 
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Use the direct approach 
. Lo step up your sales 


@ Successful agents know the value 
of mail advertising in making and 
maintaining contact with clients and 
prospects. Many agencies were built 
in just this way: through carefully- 
written letters which explained 
changes and improvements in cover- 
age; opportunities to show savings in 
time or money; how to take fuller ad- 
vantage of service facilities; other 
benefits. This type of promotion was 
usually backed up by mail campaigns, 
directed to wider groups, and planned 
to obtain sales leads. 


This use of direct mail to support 
personal selling has always and still 
meets a basic need of the insurance 
producer. It’s fairly expensive, for it 
takes a substantial investment to keep 
a good mail program going—bat will 
pay out. 

It’s here that we can help with a 
well-organized direct mail program 
that meets top professional standards 
in range and quality. Our special 
agents want to show it to you; better 
yet, how to put it to work at very low 
cost. Write us, today ; . s /et us know 
when to call. 


Cain Cealers/lfitiid, 


INSURANCE COMPANY 
| indianapolis 7, Indiana 


| Western Department: Omaha 2, Nebraska 
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REINSURANCE BROKERS 


New York, N. Y. 
yY John. Street 
Telephone WOrth 4-7273 


USAFORM PANAMERICAN LTD 
99 John St., New York 38, N.Y. 





Cables: USAFORM 





Daytona Beach, Florida 
533 North Atlantic Avenue 
Telephone CLinton 3-0676 


Affiliates: 


USAFORM GROUP 


AVERAGE ADJUSTERS 


Treaties Negotiated - Admitted Facultative Binding Authority 


U. S. & FOREIGN MANAGEMENT, LTD. 


F, W. Clarke, Jr., Chairman and President 


Dallas, Texas 
211 North Ervay 
Telephone Riverside 8-7137 


USAFORM INTERNATIONAL LTD 


Beethovenstr. 24, Zurich, Switzerland 
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JAMES PAIR PERSONNEL SERVICE 


10 Offices in Greater Atlanta 
Complete coverage in insurance fields 


E. B. Powell—Manager Insurance Placements 


Main Office Next To Dinkler Plaza Hotel 
520-533 FORSYTH BLDG. ATLANTA 3, GA. 
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The Hartford Training Center helps agents 


develop a reputation for well-planned insurance 
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At the Hartford Training Center, the Hartford Group Agent 
can discuss fire, casualty, life, health, marine insurance and 
bonds with the experts .. . and gain valuable experience solving 
protection problems, 


THE HARTFORD 


INSURANCE GROUP 


Hartford 15, Connecticut 


HARTFORD FIRE INSURANCE COMPANY + 


OF NEW JERSEY + 





Back home, the agent-graduate reaps the rewards of being 
trained professionally, equipped to plan and present protection 
programs for family, home, business, and institutions. His rep- 
utation grows ... as does his agency. 


HARTFORD ACCIDENT AND INDEMNITY COMPANY + 


will have to be refinanced unless 
something like the California auto club 
is established there. John Sheiry of 
Bridgeton said that after three years 
the New Jersey Road Aid is breaking 
even and should be making money 
soon. M. Frank McCaffrey of Detroit 
saw no conflict between Road Aid and 
the California plan. In Detroit Road 
Aid is $75,000 ahead. Road Aid there 
has enabled agents to compete with the 
local reciprocal insurer-auto club com- 
bination. 

Mr. Schroeder noted that the Cali- 
fornia club is self supporting. It is a 
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HARTFORD 


LIFE INSURANCE COMPANY + HARTFORD LIVE STOCK INSURANCE COMPANY «+ CITIZENS INSURANCE COMPANY 
NEW YORK UNDERWRITERS INSURANCE COMPANY + 


TWIN CITY FIRE INSURANCE COMPANY 
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non-profit corporation owned by the 
insurers, operating to serve the agents. 

Frank E. McGlaughon of Kingsport, 
Tenn., described the effect of the pub- 
lic and institutional property filing on 
his business. For example, he said, his 
agency has a $12,000 account on which 
it has been earning a commission of 
25%, or $3,000. Under the new PIP 
filing at a 25% reduction in rate the 
premium is $8,000 and the commis- 
sion at 15% is $1,600. How can agents 
slow down this trend? In seven months 
his agency has increased its premiums 
but has experienced a decrease in 
commissions, and the situation is get- 
ting worse. 


Prior Approval 


Paul F. Morrison of Columbus, Ga., 
asked if NAIA is going to put out a 
booklet giving the pros and cons of 
prior and no prior approval since In- 
surance Information Institute put out 
one some months ago giving the pros 
of no prior approval. Mr. Ellis said that 
the three papers on the subejct pre- 
pared for NAIA by Robert W. Strain, 
executive secretary, George S. Han- 
son, general counsel, and Morton V. 
V. White of Allentown, Pa., chairman 
of the federal affairs committee, would 
serve this purpose. 

It is unfortunate, Mr. Ellis added, 
that such an organization as III was 
used to disseminate the pros of no 
prior approval as it did. 

Charles A. Dawson of Fargo report- 
ed that Standard Oil of Indiana is not 
discontinuing the sale of accident in- 
surance through credit cards, though 
this had had been reported. 

The territorial conferences held ab- 
breviated sessions during the conven- 
tion. Because of time conflicts in pro- 
gram sessions practically nothing was 
done. Eastern Agents Conference will 
meet in April in Providence. Rocky 
Mountain will meet Oct. 10 with West- 
ern Actuarial Bureau. Midwest wants 
to continue two meetings a year and 
would like time provided so there 
won’t be program conflicts. 

A. Julian Lenke of Cincinnati re- 
ported that a year ago the property 
committee asked Factory Insurance 
Assn. about providing installment pay- 
ment plans on risks FIA writes. FIA 
indicated at that time that it was stud- 
ying the subject. Mr. Lenke said that 
FIA recently indicated that it is still 
studying the matter. The Pennsylvania 






Two past presidents exchange rem- 
iniscences—Archie M. Slawsby, Nas- 
hua, N. H., and Payne H. Midyette, 
Tallahassee. 
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GENERAL AGENTS 








Braerton, Simonton, Brown, 
Inc. 
740 Gas & Electric Building 
Denver 
Phone Acoma 2-4851 
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NITED STATES AIRCRAFT INSUE 


V. Hall Everson 
Jr., left, was the 
2,000th registrant 
at the NAIA con- 
vention. He re- 
ceived from U.S. 
Aircraft Insurance 
Group symbolic 
airplanes used 
during the 33 
years of the 
group’s operation. 
Newly tlected 
NAIA President 
Cooper M. Cub- 
bedge Jr., right, 
made the present- 
ations of the Ford 
tri-motor and the 
Boeing 707. The 
photograph was 
taken at the 
USAIG exhibit. 


and Maryland associations during the 
past year formally asked for such a 
plan plus a deductible program. 


All Risk EC 


All risk EC has been approved in 
several states for commercial risks, 
Mr. Lenke said. Similar coverage for 
builder’s risks will be forthcoming 
soon, and _ Inter-Regional Insur- 
ance Conference is considering the 
same approach for multi-peril policies. 

Arthur F. Blum of Far Rockaway, 
N. Y., in his report as chairman of the 
automated agency accounting commit- 
tee, said that the committee is looking 
into the feasibility of establishing tele- 
communication systems that will con- 
nect agencies with the service bureaus. 

Joe E. Vincent of Bryan, Tex., ad- 
vertising chairman, said that the ad- 
vertising committee will hold a work- 
shop session in the near future to out- 
line a course of action for the CAPE 
program. 

Mr. Bachman asked that the dis- 
cussion of the Minnesota statement on 
commissions be tabled till the midyear 
meeting in Albuquerque. 

Mr. Cubbedge emphasized the ef- 
fectiveness of the Washington meet- 
ing of company executives with NAIA. 
He expressed hope that company exec- 
utives would meet with the agents 
again. (They were invited to the meet- 
ing here but decided not to confer at 
this time.) 


Physically Handicapped 


Louie E. Woodbury of Wilmington, 
N. C., who serves on the President’s 
committee on employment of the 
physically handicapped, reported that 
in 1960 the committee worked with 
state employment services to place 
274,387 handicapped workers. Veter- 
ans employment services placed 100,- 
314 disabled veterans in the year end- 
ed last July 1, and other facilities 
placed additional handicapped per- 
sons. 

Mr. Woodbury met with state and 
local board secretaries here and as a 
result his committee will make month- 
ly mailings to the secretaries of in- 
formation on the work of the Presi- 
dent’s committee. 

One resolution expressed apprecia- 
tion of NAIA for outstanding contri- 
butions to the convention by Assn. of 
Texas Fire & Casualty Companies, 
Great American (which provided la- 
dies’ headquarters), America Fore 
Loyalty (which did the directory), 
American (which furnished the pro- 
gram), and Norwich Union. Special 
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thanks went also to Mrs. M. J. Mitt- 
enthal, Mrs. Durward L. Anderson, 
and Mrs. Carl Hunt of Dallas, who 
served on the ladies’ committee; to 
Rex Harris, D. L. Anderson and Carl 
Hunt, general convention committee, 
and to the Dallas and Texas associa- 
tions. 

Several state associations held open 
house for members and friends, includ- 
ing Missouri, North Carolina, South 
Carolina, New York, California, and 
New Jersey. 

A set of Syracuse china was given 
by Excelsior to Robert Charlton, Law- 
rence, Kan., local agent. 

At the close of the meeting, Prof. 
John S. Bickley of University of Texas 
presented Mr. Strain with testimonial 
signed by Dr. H. H. Ransom, chan- 
cellor of the Texas state university 
system, in appreciation of Mr. Strain’s 
work at the university and in the 
Texas insurance department. 

Minnesota Assn. of Independent In- 
surance Agents has set up a commit- 
tee to guard against unauthorized ma- 
chine vending of policies in the state. 
At the last session of the legislature 
the association worked with the state 
department in drafting legislation to 
control machine vending. 
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FOR MORE THAN 50 TYPES OF INSURANCE COVERAGE 


INCLUDING: 

@ MOBILEHOME e@ PLATE GLASS ® RAIN INSURANCE e LIVESTOCK 

e BURGLARY ® HOME OWNERS e@ CONTACT LENS ® OUTBOARD MOTORS 
® PERSONAL PROPERTY FLOATER 

Service Offices in 


Atlanta; Boston; Chicago; Detroit; Flint; Grand Rapids; 
Lansing; Lake Worth, Florida; Pueblo, Colorado; Dayton, Ohio; Dallas, Texas 


also 


Excess—Unusual Risks—Surplus 
through our subsidiary 


Southwestern Indemnity 
Company 


Write today to Dept. NU 


PREFERRED rnsurance company 


Grand Rapids 1, Michigan 
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Automobile Physical Damage Insurance 


The conservatively operated Stock Company, admitted in Missouri, Illinois, In- 
diana, Kentucky, Ohio, Michigan, Louisiana and Arkansas, specializing in Auto 
Physical Damage Insurance, has 
OPENINGS AVAILABLE FOR AGENCY CONNECTIONS 
If you have a volume of this business, it will be to your advantage to 
place it with a Specialty Company. 


Send your inquiries to MANCHESTER INSURANCE & INDEMNITY COMPANY, 
9929 Manchester, St. Louis 22, Missouri. 


A CAPITAL STOCK COMPANY 


Pane 
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PS. 


we 


Bf, 


JJanchester fasurance & rtemaity (jompany 


Cincinnati, Ohio 


Executive Offices—St. Louis 22, Missouri 
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(CONTINUED FROM PAGE 1) 
rating laws, to allow growth of new 
types of coverage, and to permit the 
companies to compete “more ably” in 
domestic and foreign markets. 

The senator expressed the opinion 
that the most vital function of state 
regulation might be centered on the 
solvency issue rather than rate regu- 
lation. If the states were freed from 
the burdens “imposed by excessive 
rate regulation,’ greater attention 
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Dodd Covers Rating Laws At NAIC Meeting 


could be devoted to the solvency mat- 
ter. The idea that state supervision 
over rates is a major tool for protect- 
ing and promoting the public interest 
has been too uncritically accepted, 
Sen. Dodd said, declaring there has 
been a minimum of attention given to 
capital and reserve requirements. 
“There has been before the sub- 
committee a considerable amount of 
testimony that this present concern 


of the state supervisory agencies for 


the rate structures may possibly be a 
preoccupation resulting in unnecessary 
uniformity and_ inflexibility,” Sen. 
Dodd stated. He offered the thought 
that this so-called preoccupation may 
be responsible for the inability of U.S. 
companies to compete in some cases 
with foreign and alien insurers. He 
said a survey of companies which have 
failed in recent years indicates that 
the common cause is not inadequate 
rates but improper capital and reserve 
requirements. This is the area on 
which attention should be centered, 
in his opinion, leaving the rate prob- 





@ For the first time, AS/PN lets you choose the side of the 


collection coin you desire. Now, when you sell the new Paramount competitively-priced Auto Policy, you can 
collect the premiums yourself and bill the renewals yourself...or AS/PN will do it for you. Either way, you 
control the renewals. And incidentally, when you sell a policy you remit only the NET premium. Why not see 
an AS/PN man soon—and choose a plan! 


AMERICAN SURETY /PACIFIC NATIONAL FIRE INSURANCE COMPANY ° 
Administrative Offices: 100 Broadway, New York 5, New York 
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lem to more individual determination 
and adjustment. 

If emphasis is shifted in this mat- 
ter, the senator said, “we’’ may be able 
to continue to safeguard the interests 
of the public while providing for more 
rate competition. 

“Too much is expected from your 
industry to settle for a hold-the-line 
philosophy,” he said. 

When Congress passed the McCar- 
ran act it assigned itself the role of 
watchful waiting, Sen. Dodd said. Since 
1945 the federal government has given 
the machinery of state regulation the 
chance to perform, and now fhe sub- 
committee of the Senate is trying to 
determine whether “the high purposes 
of public law 15 have been achieved.” 

Two reports of the subcommittee 
have been filed with the Senate. The 
first, in 1960, expressed the hope that 
its suggestions for improving the struc- 
ture of rate regulation would not be 
ignored, and the second, filed this year, 
contains pointed recommendations for 
improving regulation of rates in the 
fire and casualty field. 

The senator reminded NAIC that 
Congress has had the power under the 
Constitution to establish its own sys- 
tem for the regulation of insurance, 
ever since the Supreme Court ruled 
that insurance is interstate commerce. 
The Senate subcommittee so far has 
rejected the federal solution—the sub- 
committee and the parent judiciary 
committee have unanimously asserted 
the belief that regulation by the states 
is in the public interest. The sen- 
ator said this conforms with his own 
philosophy concerning the respective 
functions performed by federal and 
state government. 

But when Senator Kefauver filed a 
subcommittee report he expressed the 
hope that the states would take af- 
firmative action to amend the rating 
laws so Congress would not be forced 
to take into its own hands the regu- 
lation of insurance. 


Not An Idle Threat 


“This was not intended as an idle 
threat,’”’ Senator Dodd declared. 

He said the commissioners and the 
states have the freedom to choose the 
type of regulation they want—state 
or federal. 

Freedom of choice in the economic 
arena means that the avenues of op- 
portunity must be available to all on a 
fair and equal basis, Sen. Dodd said. 
This means that arbitrary restrictions 
in the arteries of commerce should 
be abolished; buyers should have the 
opportunity to select from a variety 
of sellers in order to obtain the high- 
est quality of services and goods at 
the lowest price. Sellers, in turn, 
should be free to improvise and exer- 
cise their own ingenuity in meeting 
the changing demands of the buyer. 

This philosophy of employing the 
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CONFIDENTIAL NEGOTIATIONS FOR 
SALE OF INSURANCE COMPANIES 
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natural forces of competition is what 
underlies the recent criticism by the 
subcommittee of certain state rating 
laws and their administration which 





Western Pacific's New 
Emblem Is Designed 
As A Branding Iron 


Symbolic of Western Pacific’s con- 
centration on the growing west is the 
design of its new nameplate—shaped 
as a branding iron. 

To introduce its new emblem, the 
company mailed to its agents through- 
out Washington, Oregon, Montana, Ne- 











vada, Utah, Arizona and Alaska a min- 
iature branding iron (5%” long) with 
a fire-red “WP” tip and an enclosure 
that reviewed new policies and mer- 
chandising ideas conceived during the 
year. 

The creation of the new brand de- 
sign, which will appear on all adver- 
tising, agent sales aids and company 
correspondence, was supervised by 
Boyce Stanard, executive vice-presi- 
dent. 


Monsanto Makes Changes 


In Insurance Department 


Monsanto Chemical Co., St. Louis, 
has made several -personnel changes 
in its insurance section. 

E. Frank Spawr, assistant manager 
of insurance, has been appointed man- 
ager of the department, to succeed 
John F. Martin, who has retired. Ro- 
bert B. Chapman and R. J. Green 
will assume Mr. Spawr’s former duties 
as assistant managers. 

Mr. Chapman, who will manage the 
administrative aspect of the depart- 
ment, was formerly insurance man- 
ager of Chemstrand Corp., New York, 
a Monsanto subsidiary. Mr. Green will 
continue to be responsible for engi- 
neering insurance at St. Louis. 


Eastern Adjustment Grows 


Eastern Adjustment Co. has moved 
its Philadelphia branch to larger quar- 
ters in the Broad-Locust Building. 
Walter J. Ives is manager. 

The home office has moved into 
separate quarters in the Munsey 
Building, Baltimore. The Baltimore 
branch has expanded its space in the 
Equitable Building to accommodate 
added personnel, and the Washington, 
D. C., branch is contemplating a move 
into still larger quarters, having 
moved at the beginning of the year. 
Kemper Group Names Claims Men 

Kemper group has appointed R. C. 
Long, resident adjuster at Tulsa, man- 
ager of a new claim office there. J. N. 
Sneed, resident adjuster in St. Peters- 
burg, Fla., has been named manager 
of the Orlando claim office. He suc- 
ceeds W. C. Bain, who has entered the 
agency field at Bowling Green, Ky. 

E. R. Rutkowski, who had been at 
Chicago, succeeds Mr. Sneed at St. 
Petersburg. W. J. Pascale, also of the 
Chicago office, has been appointed 

resident adjuster at Sarasota. 


on the part of both insurers and in- 
sured, the senator stated. 

The future plans of the subcom- 
mittee are not definite as to agenda or 
time business will be resumed. How- 
ever, the senator said one unfinished 
matter is the operations of foreign 
and alien companies doing business in 
the U.S. under the surplus line laws. 

“There are those who feel that the 
regulation of surplus line insurance 
may be the Achilles heel of state reg- 
ulation,” he declared. 

The senator went to some length to 
rehash the International Guaranty & 
Ins. Co. of Tangier situation and re- 
ferred to all other companies except 
Lloyd’s of London as “these foreign 
surplus line companies.” Lloyd’s, he 
noted, has a long tradition of honorable 
and responsible business in the U.S. 

In connection with the surplus line 
situation, the senator said the sub- 
committee may wish to explore fur- 
ther the extent to which excessive rate 
regulation by the states may have fa- 
cilitated expansion of the alien surplus 
line business. He noted that many 
American companies say they could 
furnish much of the coverage now be- 
ing shipped abroad if they were not 
needlessly restricted by the prolixity 
of rate regulation. 

Fidelity and surety bonds may get 
some attention from the subcommittee 
on the grounds that strong inferences 
have been made that competition in 
this field is minimal. Complaints have 
gone to the subcommittee about high 
uniform rates established by Surety 
Association. “Over the years this 
business has been singularly profita- 
ble,” the senator declared, wondering 
whether states have attempted to as- 
certain whether rate uniformity is 
achieved and policed by refusal to 
provide reinsurance in non-cooperat- 
ing companies. 

Whatever the committee does in the 
future, it will be done with “inherent 
hostility to none and fairness to all.” 
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1924-1961 coe Thirty-seven Years. 
Forty-two slices and “Sie States hatuin 


In 1924, Brown Brothers Adjusters was a one 
man office in Sacramento, California. Today, 42 
Brown Brothers offices provide the 
companies, agents, brokers and as- 
sureds of five western states with 


quick, courteous and competent claim 
service. 
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Thirty-seven years of steady growth— 
undisputable testimony to the ABIL- 
ITIES and DEPENDABILITY of 





BROWN BROTHERS ADJUSTERS 


HEAD OFFICE: 545 Sansome St., San Francisco + Telephone EX 2-2825 
TED D. BROWN, General Manager 


See leading insurance directors for addresses and 
phone numbers of our 42 branch offices in 


CALIFORNIA, ARIZONA, NEVADA, OREGON AND WASHINGTON 
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coverages. 
Fire 
Fidelity and Surety 
Comprehensive General 
Automotive 
Reinsurance 


Excess Limits 


TWX + PH 1587 





SURPLUS LINE AGENTS 


Teletype unit installed in your office at our expense 
to give you instant replies to your inquiries. 
All lines of coverages—written in 20 year old company 


*Primary coverages in Pennsylvania 


* Surplus lines written through licensed agents in other states which permit non-admitted carriers to write liability 





EMPIRE MUTUAL 


BINDING FACILITIES— 


Owners, Landlords, and Tenants Liability 
Manufacturers and Contractors 
Garage Liability 
Liquor Liability 
Retrospective Contracts 


(a) Physical Damage 
{b) Auto Liability 


INSURANCE COMPANY 
1604 Walnut 


Philadelphia, Pennsylvania 
PHONE KINGSLEY 6-0480 
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(CONTINUED FROM PAGE 6) 
personnel underpaid, and also with 
its observation that if states are to 
meet obligations they must have tech- 
nically qualified persons giving atten- 
tion to important details. Mr. Ward 
hopes what these flaws can be cor- 
rected before and not after abandon- 
ment of prior approval. He urges state 
associations to help influence legis- 
latures to allot adequate budgets for 
insurance departments. 

In summary, Mr. Ward thinks that 
the multi-peril policy is here to stay; 
that the trend is good even though 
the transition is painful (homeowners 
against CDP, for example); that rates 
will find their proper levels; that the 
good agent will survive through his 
own and the joint efforts of colleagues 


HieNATIONAL UNDERWRITER 
Agents Told Of Multi-Peril Problems 


in NAIA, and that the agency system 
has a big stake in the expanding econ- 
omy. 


Disagrees On Agent’s Role 


In his comment on the agent’s role 
in adjusting, Mr. Swett took issue with 
Pacific Coast Fire Loss Assn. for per- 
mitting publication of a pamphlet on 
acceptable loss adjustment practices. 
He quoted from this booklet: 

“An insurance agent is a salesman. 
A salesman should be out in front 
and not in the service department. 
....Agents and insured alike tell us 
that if we don’t pay losses that are 
not covered or in exorbitant amounts 
they will take their business else- 
where.....It isn’t reasonable to even ex- 
pect that an agent will take issue with 
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American Equitable Assurance Company 
of New York 
Organized 1918 


Globe & Republic Insurance Company of America 


Established 1862 


New York Fire Insurance Company 


Incorporated 1832 





CORROON & REYNOLDS GROUP 
92 William Street 
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his client.....People with whom we deal 
expect us to pay their claims in full 
as presented without inquiry or ques- 
tion....An adjuster who is dependent 
upon an agent for his assignments, re- 
gardless of his qualifications, has a 
loyalty to the producer that tran- 
scends his obligation to the company. 
..An adjuster who, in order to sur- 
vive, finds it necessary to ingratiate 
himself with the producer, is not fit 
representative of an insurance com- 
pany.....It is fundamental that the as- 
signment of loss and the choice of an 
adjuster is the sole prerogative of the 
salaried personnel of the interested 
company.....Agents and brokers con- 
cerned should be advised of the prog- 
ress of the adjustment at all times, 
but they may not be furnished with 
copies of any loss papers except notice 
of the transmittal documents closing 
the file.” 

Mr. Swett finds this hard to swal- 
low. He pointed out that the code of 
acceptable loss adjustment practice 
states that during the adjuster’s first 
visit, coverage must be verified and 
preferably from original policies. Thus, 
it does not seem that producers can 
take a back seat as recommended. In 
view of errors observed in his experi- 
ence, Mr. Swett believes that agents 
have the right to insist that adjusters 
check the dailies in the agency before 
denying coverage to an insured. 

Agents should have an agreement 
with their companies concerning the 
choice of an independent adjuster, in 
Mr. Swett’s view. He was once placed 
in an awkward position by an inde- 
pendent adjusting firm which retarded 
the settlement of his part of the loss 
due to inability to obtain prompt set- 
tlement from a direct writer also in- 
volved. 

Mr. Swett resents being told that 
the agent as a salesman should be out 
in the front office and not in the 
service department. If any trouble or 
problems develop, the agent should be 
informed before he is called by his 
insured. 

In adjustments, the agent should 
be aware of his dual responsibility to 
the company and to his client. His 
interest in a claim does not cease un- 
til it is closed. The agent should not 
overlook the importance of reporting 
claims promptly, giving complete and 
factual information. If he is not 
equipped to do this, delay in process- 
ing might then become the responsi 
bility of the producer. When both the 
agent and the adjuster are function- 
ing properly, there can be no justi- 
fiable complaint, Mr. Swett main- 
tained. 

Activity in the field of subroga- 
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the company and the insured shouid 
be part of the service of the sales 
force. Obtaining the name of the ai- 
verse party’s company in a clear case 
of liability will greatly facilitate the 
matter of subrogation. It is often pos- 
sible, after promptly notifying the in- 
surer, for the agent to contact the 
other party’s company and successful- 
ly conclude the subrogation, thus 
eliminating extra expense. This pro- 
cedure should be used only when ma- 
terial damage is involved. If there 
is bodily injury, the matter should be 
left for the legal department or other 
counsel as there is danger of prejudic- 
ing an insured’s position. 

An agent, operating under the agen- 
cy system, has as his basic function, 
the selling of adequate insurance and 
providing the service to retain the 
business for himself and his compa- 
nies. He should establish office pro- 
cedures that will operate without the 
possibility of breakdown in the effi- 
cient handling of claims. 


Ann Arbor Agents Give 
City Eye Test Machine 


Ann Arbor, Mich., Assn. of Insur- 
ance Agents has presented the city 
driver’s license bureau with a new 
eye-testing machine for license appli- 
cants. The equipment, said to take the 
guesswork out of eye-testing, is called 
a visual survey telebinocular. 

Stuart Thayer, president of the as- 
sociation, presented the machine to the 
Ann Arbor police. The first persons 
tested will be members of the police 
force. 


J. C. Greene Co. Expands 

R. A. Rogers has joined James C. 
Greene Co., adjusters of Raleigh, in 
charge of operations in Virginia with 
headquarters at Norfolk. Mr. Rogers, 
who becomes a vice-president of the 
Greene organization, has been with 
Underwriters Ins. of Chicago as claim 
manager. 

The Greene company has opened a 
branch office at Exmore on the east- 
ern shore of Virginia with Warren N. 
Cobb Jr. in charge. He has been at the 
Norfolk office. Exmore is the 46th 
branch of the Green organization, the 
sixth in Virginia. 


Md. Agents In Cruise-Meet 


Maryland Assn. of Insurance Agents 
will hold its midyear meeting from 
May 19 to May 25, 1962, aboard the 
Ocean Monarch on a cruise from Phi- 
ladelphia to Bermuda and return. 
Some agencies are offering the cruise 
to their sales staffs as an incentive to 
production. 
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Tells How GAB Operates Catastrophe Plan 


(CONTINUED FROM PAGE 5) 

the bureau, a given number of adjust- 
ers are notified that for a _ certain 
number of weeks they are on call 
should be a storm occur. These men 
are prepared to leave immediately for 
disaster areas should the need arise 
during their alert period. 

Mr. Miazza said that when hail and 
wind struck Shreveport in March and 
GAB was deluged with 16,000 losses 
the bureau had 15 outside men there 
in the first 12 hours. In two days 24 
additional adjusters were in Shreve- 
port, and in three days 54 more ar- 
rived. Through the alert system, the 
bureau was able to call on other de- 
partments for the needed manpower. 

Meanwhile the branch manager had 
located space and equipment for a 
temporary office, arranged for tele- 
phones, surveyed the town to deter- 
mine areas affected and probable ex- 
tent of damage, set up zones to fa- 
cilitate the allocation of manpower and 
assignment of losses, and attended to 
other details of preparation for the ar- 
rival of the catastrophe executive from 
the southwestern department. 


Procedures Outlined 


When the catastrophe executive ar- 
rived, he met with agents to outline 
GAB facilities and procedures. He con- 
tracted contractors, roofers, painters 
and glaziers to establish price lists. In 
addition, he handled interviews with 
newspapers, radio and TV in coopera- 
tion the agents’ association and Na- 
tional Board. 

Constant contact was maintained 
with individual agents to pick up no- 
tices of loss and to render assistance. 
Losses involving hardship cases or 
emergencies were assigned to adjust- 
ers for special handling. 

All these things are usually accom- 
plished within the first 24 hours fol- 
lowing a catastrophe, Mr. Miazza said. 
Then comes the avalanche of assign- 
ments and the routine of setting up 
files, zoning, indexing and assigning 
adjusters. As additional adjusters ar- 
rive, each must be briefed on local 
conditions, prices and policy forms. 

The catastrophe supervisor main- 
tains liaison with agents and with 
public media. He briefs adjusters and 
oversees the flow of clerical work, so 
that there will be no delay in the 
clearance of proofs of loss. He checks 
closed losses to companies to insure 
completeness of reports for prompt 
payment. He conducts field reinspec- 
tions to verify equitable adjustments. 
He controls expenses, for adjustment 
expense is a considerable part of loss 


ratios. He completes and maintains 
records of the operation and attends to 
any unusual problems that may arise. 

However, Mr. Miazza emphasized, 
the local agent is the key to a success- 
ful catastrophe operation. He can as- 
sist in the following ways: 

—By filling out losses notices in- 
stead of telephoning assignments to 
the storm office. The agent should not 
report losses that are not covered by 
the policy or are obviously less than 
any deductible. 

—By trying to obtain an idea of the 
extent of damage and full particulars 
regarding loss. 

—By asking insured to arrange for 
temporary repairs to protect property 
from further damage and to hold onto 
bills or estimates until the adjuster 
arrives. 

—By notifying the storm office of 
hardship cases, making certain that 
these are emergency situations. 

When Hurricane Carla developed, 
Mr. Miazza reported, GAB’s catastro- 
phe plan was put into operation three 
days before the storm struck the main- 
land. Adjusters on alert were sent to 
dispersal points at Houston and Beau- 
mont, Tex., and Alexandria, La. Be- 
fore Carla had subsided, 453 adjusters 
from Maine to California were in the 
storm area. 


Eye Many Trends At 
Lisbon Marine Meet 


(CONTINUED FROM PAGE 8) 


and the lack of adequate safeguards 
are alarming underwriters. He is 
chairman of the union’s cargo loss pre- 
vention committee. As an illustration 
of the growth of air cargo, he pointed 
out that Idlewild Airport in New York 
handled 4,500 tons in 1949 and 140,- 
000 tons in 1960. 

Mr. Jackson said he felt that under- 
ewriters’ practice of writing high 
valued cargoes on a “released” basis, 
thereby relieving the carrier of its 
responsibility, does not penalize the 
carrier sufficiently in event of loss. 

He also referred to difficulties asso- 
ciated with shipments to undeveloped 
countries. The use of packages weigh- 
ing more than 200 pounds is a source 
of loss, particularly when mechanical 
equipment is not available to dock 
workers. 

Thomas M. Torrey, North America, 
urged marine underwriters to take 
note of the increased trend toward 
containerization. He said that at least 
57 ship lines operating out of the Port 
of New York are using containers. 
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Owen E. Barker, Appleton &Cox, 
reviewed important developments in 
maritime safety, with stress on the 
need for cooperation. He emphasized 
the need for greater observance of 
recognized sea lanes in the North At- 
lantic; broader development of regu- 
lations and uniform practices on sound 
stowage of cargo; adequate training 
of deck officers, including certification 
as radar observers, and study of instal- 
lation on ships of bridge-to-bridge di- 
rect radio telephonic communications. 

Representatives from 46 countries 
attended the. meeting. Carl McDowell, 
executive vice-president of Amer- 
ican Institute of Marine Underwriters, 
was with the American delegation. 


St. Louis CPCU's Dinner 


A report on the recent national 
CPCU seminar in Washington, D. C., 
will be featured by St. Louis CPCU 
chapter Oct. 12 at a dinner meeting. 

Speakers include Robert C. Hunter, 
Daniel & Henry; Robert L. Shifrin, 
Kaufman-Wise agency, and Jerry 
Wightman, Wightman agency. They 
will discuss “Marketing the Risk (Ac- 
ceptance by Underwriters; Impact of 
(Inconsistencies of State Laws)”, and 


Illinois 1752 Club 
Elects Duncan 


Illinois 1752 Club has elected James 
W. Duncan, Iowa National I{utual, 
president. 

Also elected at the annual meeting 
were Martin J. Gartner, Northwestern 
Mutual, vice-president; L. M. Wood, 
Iowa Hardware Mutual, treasurer, and 
James M. Stotts, Indiana Lumbermens 
Mutual, secretary. 

Harold C. Long, Indiana Lumber- 
mens Mutual, was named chairman 
of the educational committee and pro- 
mised members an extensive program 
for their clinics in the coming year. 


Columbus (0.) CPCU’s 


All Industry Lunch Oct. 24 


Columbus (O.) CPCU chapter will 
hold its annual all industry luncheon 
Oct. 24. 

Arthur I. Vorys, former Ohio super- 
intendent, will discuss ‘Current Prob- 
lems of Insurance Regulation.’ 





Legislation);” ‘Different Packaging 
Methods;” ‘“Workmen’s Compensation 
Fire Deductible.” 











of this profitable business. 








Hard-To-Place 
Liability Risks 


When faced with the opportunity to underwrite 
an unusual liability risk, successful producers 
from coast to coast have developed the habit of 
contacting Central Casualty Company 
of our conveniently located General Agents — 
for experienced counsel and practical assistance. 
Prompt quotations? Of course! Find out how our 
experience in handling out-of-the-ordinary liabil- 
ity risks can help you toward a substantial share 
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Please have your General Agent in my territory contact me about the 
following type (s) of hard-to-place liability risks: 
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More Photos From NAIA Convention 
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At American Assn. of Managing General Agents headquarters: Alvin Shep- 


hard, New Orleans, chairman of the general agents executive committee; Mrs. 
Shephard; James C. Kraus, New Orleans agent; Mrs. Kraus; Mrs. Reed Pen- 
nington, Denver; Mr. Pennington, past AMGA president. 


South Carolin- 
ians held a recep- 
tion for the new 
NAIA vice-presi- 
dent, H. P. Glover 
of Greenville. Left 
to right: J. E. 
Schachte Jr., Char- 
leston, state na- 
tional director; Mr. 
and Mrs. Glover; 
E. F. Saunders, 
Waterboro, South 
Carolina associa- 
tion president. 





William N. Day, manager of the 
Georgia association, Mrs. George M. 
Erwin of Atlanta, and Mrs. Day, out- 
side the North America’s hospitality 
rooms during the NAIA Dallas con- 
vention. 








Executives of Traders & General, 
one of the hosts at the get-together 
buffet: P. R. Reid, 2nd vice-president; 
R. A. Dangston, president; L. E. Smith, 


2nd vice-president. 






















At New Hamp- 
shire headquarters 
—L. P. Sigel Jr., 
Philadelphia; Mrs. 
Lester 8S. Harvey; 
Mr. Harvey, presi- 
dent New Hamp- 
shire Fire; A. J. 
Lenke, Cincinnati, 
chairman NAIA 
property insur- 
ance committee. 


Kemper grouh 
headquarters fea- 
tured movies of 
championship golf 
from group’s TV 
programs. Left to 
right: E. C. Gil- 
lette, Dallas sales 
manager; J. W. 
Bowers, Enid, 
Okla., agent; Mrs. 
Bowers, R. P. Pal- 
mer, Chicago, sec- 
retary of the com- 
panies. 


At the St. Paul 
display during the 
NAIA convention: 
D. W. Swanson, R. 
M. Hubbs, R. H. 
Bancroft, D. C. 
Hawkins, and H. R. 
Martin, all of St. 
Paul F.&M. 
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At Chubb & Son 
headquarters, A. 
G. Pellton, Hay- 
wood Cal., agent; 
Ken Jones, Fargo, 
N. D. agent; G. G. 
P. Knapp, Chubb 
& Son, New York; 
T. J. McKernan, 
New York, assist- 
ant secretary Na- 
tional Automobile 
Underwri- 
ters Assn. 


Reliance and Standard Accident presented Neiman-Marcus gift certificates. 
Here, in the headquarters of the group, are the certificates in their containers, 
eyed by G. V. Whitford, Reliance vice-president, Mrs. Frank W. Newell, Little 
Rock, who assisted in the presentation, W. A. Pollard, Philadelphia, sales 
development manager, J. J. Zorc, North Chicago, one of the recipients, and 


C. L. Miller, Detroit, vice-president Standard Accident. 


In the receiving 
line at Home’s re- 
ception and buffet 
at the Chaparral 
Club: W. W. Allen, 
vice-president; K. 
F. Black, presi- 
dent; T. M. Will- 
iams,  vice-presi- 
dent, all of the 
home office. 
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At the Atlantic 
Mutual party at 
Chaparral Club: 
Philip Ruth, Chi- 
cago, vice-presi- 
dent; Earl Thomp- 
son, New York, 
v ic e-president; 
Mrs. Charles Dex- 
ter, Dallas; Mr. 
Dexter, veteran 
Dallas agent of the 
company; T. F. 
Smith, Houston 
manager. 
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Representatives of Continental-National group were stationed at the airport 
to welcome members of NAIA attending the Dallas convention last week. In 
this group are E. E. Smiley, Texas vice-president Continental Casualty; Presi- 
dent E. H. Forkel of Continental Casualty; David Fox, Indianapolis agent; W.O. 
Hildebrand, secretary-manager Michigan Assn. of Insurance Agents; Howard 
W. Huttenlocher, Pontiac, a past president of the Michigan association; “Red” 
Kearns, Dallas pianist who provided a musical diversion; Maurice L. Greer, 
secretary-manager Detroit Assn. of Insurance Agents; Marshal B. Simms, 


Continental Assurance, and Robert 


Casualty. 





Harvey, vice-president Continental 


Group of Cali- 
fornia agents at 
their association 
headquarters: Mrs. 
J. C. Schroeder, 
Chico; Mr. 
Schroeder, state 
national director; 
V. F. Stefan, 
Berkeley, execu- 
tive secretary; Mrs. 
G. L. Payne of 
Pasadena, whose 
husband is associa- 
tion secretary. 





At Trinity Universal headquarters: 
J. H. Brogan, Tyler Tex., agent; B. 
D. Taylor, vice-president of the com- 
pany, and R. M. Howard, Lampasas, 
Tex., agent, 


John S. Sheiry, Bridgeton, N. J., 
congratulates his successful opponent, 
William E. Webb, Jr., Statesville, N. 
C., in the contest for executive com- 
mitteeman, 


H. N. Fullington, Wichita, Mrs. Ful- 
lington and L. M. Fox, Portland, Ore., 
wearing Texas bandanas distributed 
at get-together buffet sponsored by 























Assn. of Texas Fire & Casualty 
Companies. 
J. L. Dorris, 


president of Han- 
over, accompanied 
by J. D. Cameron, 
v ic e-president; 
Paul Barr, vice- 
president, and R. 
C. Williams, secre- 
tary. Mr. Williams, 
who is in charge 
of the loss depart- 
ment, visited the 
area of Hurricane 
Carla after’ the 
meeting. 


Joe Jackson Jr., Maryville, Mo.; F. 
H. Witmeyer, president Excelsior; 


Glenn Packwood, St. Joseph, Mo. 
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Upstate New 
Yorkers enjoying 
the hospitality of 
the Dallas Insur- 
ance Club: H..S. 
Brewer, Mrs. 
Brewer, Mrs. Ben- 
jamin Deci, Dr. 
Deci, all of Lock- 
port, N. Y. 





At Reliance-Standard Accident 
headquarters: Mrs. E. D. Patenaude, 
Mr. Patenaude, Helena agent; W. A. 
Pollard, Philadelphia, sales develop- 


ment manager Reliance and former 
NAIA secretary. 


Getting ready to return to Missis- 
sippi from the NAIA convention in 
Dallas: T. L. DeLashmet Jr. of Moss 
Point, past president of the Mississippi 
association, William L. Harry of Co- 
lumbia, currently president, and Clant 
M. Seay, manager of the association. 


At local board 
secretaries break- 
fast: R. W. Barnes 
Jr., Louisville; L. 
R. King, Cincin- 
nati, displaying 
Kentucky colonel’s 
commission pre- 
sented by Mr. 
Barnes; D. L. 
Clark, Milwaukee, 
new chairman of 
the group; L. W. 
Mohundro, Dallas, 
outgoing chairman 
and host. 
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Editorial Comment 


Developing Executive Talent At Night 


Many executives who take their jobs 
seriously observe that in effect they 
spend 24 hours a day thinking about 
it or doing it. They take unresolved 
problems to bed with them at night 
and occasionally, perhaps frequently, 
waken with ideas for solutions. 

Perhaps this is the origin of the 
programs now being instituted for 
executive development which include 
special courses taught while the 
trainee is asleep. According to Nation’s 
Business, the information is transmit- 
ted to the sleeper through a pillow or 
ear plug speaker which has been pre- 
set to go into operation while the 
individual is snoozing—the hour be- 
fore waking is considered a good 
time. Information repeated frequently 
enough can effect changes in attitude, 
teach new skills, and steel the sales- 


man for turn-downs by prospects. 

The dearth of management talent 
at all levels in many fields has been 
one of the outstanding characteristics 
of post-war business. The lengths to 
which the business world will go to 
develop (because it has to) such tal- 
ent is indicated by the sleep teacher. 
This one sounds a bit like going too 
far. It might require the auxiliary in- 
vention of a device to jam the voice 
of the trainee’s wife. Basically, how- 
ever, the idea sounds like it would 
work. It is no more far fetched than 
the use of the psychiatric couch to 
determine whether a prospective life 
insurance salesman will make a suc- 
cessful L. I. salesman. 

But it does make one wonder what 


happened to subliminal advertising.— 
K.O.F. 


Orphan Up For Adoption 


In most instances, advertising has 
not gained a place in the inner circles 
of top management. This is true in 
all types of businesses, but it is par- 
ticularly true in insurance. 

Advertising men are faced with the 
fact that until the whole concept of 
marketing is understood and adopted 
by management, advertising as a part 
of the marketing process is bound to 
be slighted. This is emphatically the 
case in insurance. 

Management does not often enough 
relate the efficiency of its advertising 
dollars with the total efficiency of its 
marketing operation. This is because 
top executives usually employ tangi- 
ble measurements to ascertain prog- 
ress. They are sometimes impatient 
with other measurements and they 
mistrust intangibles such as advertis- 
ing, regardless of how good a support- 
ing case is made by surveys and other 
means. 

In insurance, the advertising man 


was (and still is in some cases) a 
“far out” character on the fringe of 
the operation. In the less hectic at- 
mosphere of 25 years ago and until 
post World War II, the insurance ad 
man was often a dignitary lifted out 
of some wholly unrelated company 
post and installed as advertising di- 
rector “because other companies had 
one,” and because there had to be 
somebody to brighten up the institu- 
tional ads then in vogue. This type of 
ad man was allowed to fuss with pic- 
tures and copy but he was never taken 
too seriously because his function it- 
self was lightly regarded and seldom 
thought of as part of marketing. In 
fact, marketing was an unknown term. 

When competition began to stimu- 
late the companies, this type of ad 
man and the job he was doing be- 
came archaic, although that fact has 
not been grasped by all in the busi- 
ness. The ad function became a key 
factor in marketing. But it is not easy 


to shake off tradition, and today’s ad 
man in the insurance business is too 
often still not a confidante of top man- 
agement nor a key figure in market 
planning and execution. 

Sooner or later he must be. A good 
advertising agency these days starts 
a campaign for a client company only 
on the basis of a complete marketing 
plan. A well conceived marketing pro- 
gram adopted at the outset forces 
straight thinking upon both client and 
the agency. If the agency is working 
from inception in terms of marketing, 
it must know top management’s future 
plans, or, in their absence, help in their 
development. If the ad agency is in 
full possession of facts on “futures,” 
surely the one man in the company 
who will most often be dealing direct- 
ly with the agency should be as well 
or better informed. That man is the 
advertising director. 

Top management, which sometimes 
still thinks of the ad man as the fellow 
who designed beautiful layouts with 
the Statue of Liberty or the Washing- 
ton Monument as the chief attraction, 
may find it difficult to accept him as 
a key man in future competitive suc- 
cess or lack of it. But until it recog- 
nizes the ad man and his function for 
what they must be today, manage- 
ment had better think twice about sub- 
stantial investment in marketing 
What the song says about love and 
marriage is also true of marketing and 
advertising: You can’t have one with- 
out the other.—J.N.C. 





Personals 


D. D. Holtz, resident vice-president 
at Baltimore of State Mutual Auto of 
Columbus, has retired. He was hon- 
ored at a retirement dinner by asso- 
ciates and friends. 


Cecil L. Morris, president Illinois 
National of Springfield, has been 
named a 33rd degree Mason. 


Leslie H. Cook, the reinsurance and 
surplus lines expert of Chicago, head 
of Leslie H. Cook Inc., is a member of 
the Union League Club of Chicago’s 
team that is. participating this week 
in the _ Invitational International 
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Game Fish Tournament at San Juan, 
Puerto Rico. The Union League Club 
is entering a four-man team in this 
contest to compete with 27 other four- 
man teams from all over the world. 
The fishermen are after Blue Marlin. 


Oden D. Prowell, partner in the Geo. 
D. Capen & Co. agency of St. Louis, 
is recuperating satisfactorily from a 
sudden appendectomy. He is a past 
president of the Insurance Board of 
St. Louis. 


John V. Addy, vice-president of Ap- 
pleton & Cox, has flown to Europe on 
a six-week trip, starting at Amster- 
dam. 


Elmer C. Anderson of Surety Assn. 
of America and Mrs. Julia Chevellette 
Lewis recently were married. 


Norman T. Robertson, superintend- 
ent of agents in the eastern depart- 
ment of Zurich, has retired. He started 
his career in 1923 with Globe Indem- 
nity in production work at Newark. 
Subsequently he went with U. S. Cas- 
ualty in countrywide production and 
advanced to assistant secretary. He 
was later with Continental Casualty 
as superintendent of agencies on the 
eastern seaboard. Mr. Robertson 
joined Zurich in 1942 as superintend- 
ent of agents. For the present he will 
maintain his residence in Maplewood, 
N. J. 





Deaths 


ALBERT M. YAMPOLSKY, 73, 
partner in the Fidelity agency of St. 
Louis, died of a heart ailment at St. 
Luke’s Hospital. He had been a part- 
ner in the agency with his brother 
since 1931. 


H. J. GESCHEIDLER Sr., 69, chair- 
man of Hammond National Co., gen- 
eral agency at 
Hammond, Ind., 
and a life-long ac- 
tive participant in 
Indiana insurance, 
died of a heart at- 
tack. One of the 
original founders 
of the Indiana as- 
sociation, Mr. Ges- 
cheidler was elect- 
ed lst vice-presi- 
dent in 1945 but 
declined to be re- 
elected the follow- 
ing year (and thus becoming president 
the year after that) because of health 
reasons. 

Mr. Gescheidler was born in Ham- 
mond and entered the business in 1915 
after his doctor advised him to get an 
outside job. Although he was fond of 
saying that at first he could hardly 
“give the stuff away,” his early suc- 
cess in selling insurance enabled him 
to form Hammond National from a 
combination of mergers of local agen- 
cies. A feature of the Indiana conven- 
tions in later years was the reception 
Mr. Gescheidler held so that he could 
say hello to his many friends in the 
industry. 


EZRA MARKLEY, 73, chairman of 
the Harleysville Mutual group, died 
at his home in Zieglerville, Pa. He 
had been with the companies since 
1927. He was elected president in 1946 
and chairman in 1955. 


WILLIAM D. WEINBERGER, 72, 
president of Alpha Agency, New York, 
died there. He had been in the busi- 
ness more than 50 years. He was an 

(CONTINUED ON PAGE 38) 
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HeNATIONAL UNDERWRITER 


Comments On The Insurance Field 
From The Investment Dealer’s Chair 


By LEVERING CARTWRIGHT 
Cartwright, Valleau & Co., Board of Trade Building, Chicago 


Last week’s insurance stock market belonged to the majors. Aetna Life and 
Travelers which had showed strength the previous week continued to be 
aggressively accumulated, so that AEL finished the week up 8 points and 
Travelers was 10 ahead. Both were in new high ground. Connecticut General 
came up strongly again and gained 18 for the week while Lincoln National 
was plus 6. Insurance Company of North America which was unshaken in the 
market by the hurricane spasm, gained 3 points during the week. U.S.F.&G. 
was a strong feature with an increase of 4. Fireman’s Fund showed signs of 
improvement after having staggered through a 50,000 share offering plus the 
hurricane and picked up 2%. Employers Group was 2 better, Hartford Fire 
won back almost all that Carla cost her in the market and was plus 64%. Two 
point gainers included North River, Phoenix and Reliance while New Hamp- 


shire was 3 better. 


Be 1eficial Standard Life continued its sensational advance to 51 and then 
met sellers. Nationwide Corp. was up 2 at 45. National Life & Accident reached 
the 200 mark. Great American Life Underwriters gained 10. 


Monthly List 


The following quotations on insur- 
ance company stocks are furnished 
by Cartwright, Valleau & Co., Board 
of Trade Building, Chicago. In the 
third column are shown the bid prices 
in the professional market at Sept. 29, 
while in the first two columns are the 
comparable prices as at Dec. 30, 1960 
and June 30, 1961. 

12/30/60 6/30/61 9/29/61 



















Aetna Casualty on... 96 129 144 
Aetna Fire cece 91% 111% 115 
Aetna Life ... 974% 119% 150 
Agricultural 31% 32% 35 
All-Am. Life & Cas. 8 14% 18% 
Am. Equitable 4 22% 20% 
**Am. Fidelity & Cas. ........ 12 15% 24% 
Tas GIG sivsccciestidicesesscsise 30% 61 69 
Am. Heritage Life 6% 10% 13% 


Am. Home 
American, N. J. .... 





Am. Life Companies .. 8 8% 11 
Am. Motorists ...... 17 20% 26% 
Am. National ....... 7% 11% 16% 
Am. Re-Insurance 41 55 
Am. States ............... 21% 23% 25% 
Bankers Natl. Life .... 22 40 52% 
Bankers & Shippers .. 54 57 6044 
Beneficial Std. Life ............ 154% 33% £50 
Boston 31% 35% 36% 
B. M. A 31% 71 84 
















Camd 32% 38% 38% 
Central Standard Life ...... 16% 19% 27% 
Citizens Casualty ........ 14 18 
Citizens Life ........ 24 374 
Coastal States Life 19 19% 
College Life ......... 86 105 
COMDINE _ orcccccsssseees a 54 
Commonwealth Life 39 49 
Conn. General Life ... 228 281 
Cont. Am. Life .............. 35% 52 
Continental Assurance 162 180 
Continental Casualty ........... 106 109% 
Continental Insurance ‘ 58% 64% 
Corroon & Reynolds ...... ‘ 16% 17% 
CRRUREIIED  sasscsrsnsnsasisss — 40 45 
Crown Life ..... 112% 205 230 
Crum & Forster 36 47% 51% 
NE TOTO cacseticicasscestscrainsvesscees 2% 5% 4 
TRE EROD:  haicesincicecrercssrenccie 28% 41 106 
Employers Group 39% 49 51% 





Employers Reinsurance ..... 
Farmers Und. Assn. 




























Federal .... 57% 69% 67% 
Federal Life & Cas. .......... 73 79 112 
Fidelity Bankers Life ........ 8 10% 16% 
F. & D. 43% 57 
Fireman’s Fund on... 53% 66% 61% 
Franklin Life ...... 61% 102% 123 
General Am. Corp. . 157 191 223 
General Reinsurance . 121 130 165 
Glens Falls ae 44 
Government Employees . 89 128 122 
Government Employees Life 43 78% 118 
Great American 2.0.0... 4912 57% 54% 
Great Am. Life Und. . 70 124 173 
Great Southern Life . 69 90 112 
Great-West Life ....... 395 550 745 
Gulf Ins. ... 34%, 38 43 
Gulf Life ... 18% 27 35% 
Hanover _........ 42% 43% 45% 
Hartford Fire ............. 57% 67% 86% 
Hartford Steam Boiler ........ 91 112 118 
Home 57 56% 62 
*Home Protective ...........00. 55 65 65 
Imperial Life ............ 90% 114 123 
Ins. Co. of North Am. ........ 77 92% 103% 
Ins. Shares Certificates ...... 34% 43 51% 
Interstate Life & Acc. ...... 5% 9% 11% 
Interstate Fire & Cas. ..... 14% 30 32 
Jefferson Natl. Life ........... 17% 18% 23% 
Jefferson Standard Life... 42 62% 84% 
SEUTINNUE, .. ‘sacelasasutaridintsnpddiunidiexkwnde 34 34 34 
Be Nee NO ceicataienctamaseniceicied 1.340 1,970 2,525 


(CONTINUED ON PAGE 37) 


Quarterly List 


Supplementing the monthly list of 
insurance stock quotations, Cart- 
wright, Valleau & Co., Board of Trade 
Building, Chicago, furnishes month- 
end bid prices on some 175 other is- 
sues that are traded. Following is such 
a list giving the bid prices at Sept. 29, 
1961, along with comparable figures 
for May 31, 1961, and Dec. 30, 1960. 
Some of these are rarely traded and 
the figures shown are nominal. On 
others there are no listings in the cur- 
rent quotation sheets. The prices 
shown are not those which the in- 
vestor could expect to realize net 
when selling nor are they the prices 
at which he could buy. They serve 
mainly to indicate trends. 


There have been some handsome-. 


increases in market in several issues, 
notably American Bankers Insurance 
and American Bankers Life of Flori- 
da, American Illinois Life (up from 
1% to 7), American Life of Alabama, 
which has large holdings in Great 
American Life Underwriters, and 
United Services Life, Banlife Corp., 
which owns a_ substantial part of 
Bankers National Life, Chesapeake 
Life, Consumers National of Indiana, 
Farmers New World Life, Northeast- 
ern Life, Seaboard Life, Southwest In- 
demnity & Life, United Benefit Life, 

Most discouraging market perform- 
ance has been that of Old Ironsides 
Fire & Marine, which finished the 
year 1960 at 3, then dropped to 2 at 
May 31 and is now at 1. This is attrib- 
utable to early season storm losses, 
trouble with its reinsurance in Tan- 
gier, unfortunate experience with its 
taxicab business, and a default on its 
note to the president. 


12/30/60 5/31/61 9/29/61 
2 















Academy Life, Colo. ........ Ye 3% 2% 
Am. Bank Life, Fla. ......... 11% 18% 22 
Am. Bankers, Fla. 14% £25 29 
Am. Druggists ............ 70 70 70 
Am. Fidelity & Cas. a 15% 24% 
Am. Fid. Life, Fila. ............ 812 9 9% 
Am. Fire & Cas., Fila. ........ 17 18 19% 
Am. Founders Life, Tex. .. 22% 25% 27 
Am. Ill. Life 1% 2% 7 
Am. Income Life 8 12 13% 
Am. Indemnity ... 23 a 
Am. Independent Re. 2 2% 2% 
Am. Life, Ala. ...... 6% 20% 21% 
Am. Mercury 2% 4% 6% 
Am. Surety ......... 15% 20 20 


Amicable Life 
Appalachian Natl. Life .... 





Argonaut 1% 6% 
Assoc.- Life, Ind. 4% 4% 4% 
Atlas Life, Okla. 50 50 57 
Aviation Empl. ....... 1% 5% 2% 
Bankers Union Life —- & 67 93 
TIMERS CORD. ccccescessecsssecrecees 145 208 315 
Birmingham Fire & Cas... 19% 24 22 


Bituminous Cas. 2.0... 
British Am. Life .. 
Capital F.&C., Ala. 
Carolina Cas. 
Cent. States Life 
Cert. Credit Corp. 
Cherokee 





12/30/60 5/31/61 9/29/61 


Ch peake Life 
Cincinnati Ins. 
Citadel Life, N. Y. . 
Civil Service Employ. 
Colo. Credit Life 
Colo. Ins. Service .. 
Columbia Gen. Life .. 
Commerce, Ill. 
Consol. Am. Life, Ill. ...... 
Consumers Natl., Ind. ......... 
Cont. Am. Life, Tex. 
Cont. Fid. Life, Ariz. . 
Cornbelt, Ml. 
Cornbelt Life 
Employers Cas. 
Excelsior 
Falcon Natl. \ 
Family Fund Life 





















Farmers & Bankers ‘Life .. 
Farmers New World Life .. 


Fid. Union Life 
Fire Und. Assn. 
First Am. Life 
First Colony Life 
First Fidelity, Okla. 
First Natl. Life, Ariz. 
First United Life 
Gen. Serv. Life 
Ga. Int. Life 
Germantown Fire 
Gibraltar Life ... 
Great Am. Life, 
Great Atlantic Life 
Great Fid. Life 
Great N. W. Life 
Great S. W. Life 
Great Western Life 
Guaranty Natl. Ins. ...... sea 
Gulf Am. Life & Cas. .... 
Harbor ‘ 
Home Owners Life .. 

Ill. Mid-Cont. Life .. 

Ins. City Life 
Ins. Co. of Ore. 
Ins. 
Intl. 
Intl. 
Intl. 
















Inter-Ocean Re. 
LaSalle Cas. 
Liberty Life & Acc. 
Life Assur., Pa. 
Life of Ala. ............ 
Life Investors, Ia. ... 
Lincoln Am. Life 
Lincoln Lib. Life 
Loyal Am. Life, 
Maine Fid. Life 
Mammoth Life & Acc. .... 
Maryland Life = ad 
Maryland Natl. 
Mercantile Security 
Michigan Life 
Mid-America Life 
Midwest Life 
National Am., 
Natl. 
Natl. 
Natl. 
Natl. 
Natl. 
Natl. 







Bankers Life - 
Life & Cas., Ariz. .... 
Security, Ala. ..... 
Union Life, Ala. .... 
Western Life, Colo. .. 
Neb. Natl. Life 
New Mexico Life .... 
Northeastern Life 
Old Ironsides F. & M. 
Oxford Life 
Pacific Empl. ..... 
Pacific Mut. Life 
Pacific N. W. Sec. 
Pacific S. W. Life aes 
Pioneer Am. Life, Tex. .... 
Pioneer Life & Cas. 
Preferred 
Protective Sec. Life 
Provident Life, N. D. 
Public Savings, Tex. 

Pyramid Life, N. C. 
Quaker City Ins. 
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12/30/60 5/31/61 9/29/61 
Reins. Investment Corp. .... 2% 3% 3% 












Richmond Life 5 7 8 
Rockford Life ........... 34 36% 37 
Rocky Mountain Life oo 4% 
Seaboard Life ........... 5% 7% 11% 
Secured, Ind. ...... 21 21 21 
Security Am. Life 3% GS éone 


Selected Risks ... 
Selective Life, Ill. 























gg ee 2 
Service Life, Tex. 9 9 12%2 
South Coast Life ................ 3% 3% 4%, 
Southern Equitable Life ..... 1% 35% 3% 
Southern F. & C. coal 5 6% 5 
Se. Natl. Life, Ark. .............. 4% 4 

So. States Life, Tex. ........ 10  ° ae 
Ss. W. Am. Life ......... 1% ee 
S. W. Indem. Life ........... 35% 3 11 
S. W. Res. Life, Tex. ........ 5  - ewes 
Stand. Sec. Life, N. Y. .... 8% 19% lmsatiaa 
Stand. Union Life ............ 2 2% 3% 
State Capital Life, N. C.... 26% 30% 

Site F G2 C Wi. ann 1% 1% 1% 
RE 1% 2% 342 
State Life, Il. 5% 5 5% 
Sunset Life, Wash. 62 71 69 
Supreme Life, II. ...... 27% 27% 27% 
Telephone Employees ........ denna ceding 69 
Texas Cont. Life WY % 1% 
Texas Res. Life .... 1 1% 1% 
Traders & General . CC  ——— 
Union Bankers, Tex. 6% 4 4% 
Union Trust Life ................ 6 6% 6% 
United Am. Life, Colo. ... 12% 19% 26% 
United Ben. Life ................ 735 740 1,255 
United Fidelity Life ... 70 70 70 
United Bonding  ............ 3% 3 3% 
We UND Cintas 70 80 
United Founders Life .......... $1.05 1% 1% 
United Home Life ................ 4 14 14 
Universal Guar. Life, La. .. 3 3% 3 
University Natl. Life 2% 1% 3% 
Vulcan Life 16 17% 18 
Wabash F. & C. ...... 1% 1% 1% 
Western Ins. Sec. 120 121 123 
Western Pacific _....... 15 16 19% 
Western Res. Life 12% 18% 17% 
Western States Life ............ 9% 115 17% 
RN acrcctidiccccietccrenins 50 51 50 
Rocky Mt. CPCUs Card Set 


For Annual Seminar 


Rocky Mountain chapter of Society 
of CPCU will present its annual sem- 
inar, luncheon and conferment of de- 
grees Oct. 13 in Denver. The seminar 
will be an analysis of insurance spec- 
ifications in the general conditions of 
American Institute of Architects con- 
tracts. 


Baume To Speak 


Participants will include Henry 
Baume, partner Baume & Polivnick 
and president Construction Specifica- 
tions Institute; Otis C. Carillo, super- 
vising casualty underwriter Home; 
and Robert J. McGlone and Joseph 
H. Silversmith Jr., Denver. 

Featured guest speaker will be 
David W. Merrill, partner Reynolds, 
Merrill, Brunson & Associates, per- 
sonnel psychologists and industrial en- 
gineers. 


New Jersey Fieldmen’s Assn. is in- 
specting Bergenfield, N. J., Oct. 10. 
More than 500 risks are to be ins- 
spected. 
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Debate ‘Fleet’ Plan In Franchise Field 
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NEW HAMPSHIRE INSURANCE COMPANY 
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that is already vigorously operating in 
this area. 

Discussion of the plan began with 
the report of the casualty committee 
by Roy H. MacBean of Cranford, N. J., 
chairman. S. H. Warner of Mem- 
phis noted that cars of employes used 
in business are fleet rated under the 
program at the class 3 rate, with the 
franchise grantor responsible for the 
premium. The plan could open the 
door to fantastic schemes in fire and 
allied lines as well as casualty, Mr. 
Warner said. For example, operators 
of Howard Johnson facilities and all 
their employes can get the blanket 
rate for auto and general liability, 
burglary and glass. Mr. Warner and 
others called attention to the fact that 
in many states fictitious groups are 
prohibited by statute or department 
ruling. 

Mr. Leslie said he thought the mat- 
ter was not a good one for discussion 
in so large a group. He suggested that 
state national directors study the plan 
in their respective states and deter- 
mine whether they can use it as a 
competitive facility or whether “it is 
dangerous doctrine.” He believes it 
will be helpful and offered to sit down 
with agents anywhere to talk about 
it. He noted that the bureau did dis- 
cuss the program with producer groups 
before it was filed. These producers 
liked it. He urged agents not to pre- 
judge it until they had studied it. 

Thomas A. Harman of Seattle asked 
if agents could assume that the plan 
would be withdrawn in a state if the 
agents there decided they didn’t like 
it. Mr. Leslie said that this was a pret- 
ty big assumption. He is not so pessi- 
mistic as to think that any agents’ 
organization would, after study, dis- 
approve it. Mr. Harman indicated he 
didn’t like it and would like to see it 
withdrawn. Mr. MacBean said there 
was considerable difference of opinion 
among agents. Non-bureau companies 
are writing franchise business, and the 
bureau plan is an effort to meet this 
competition. 

The directors discussed the problem 
of getting information on such con- 
troversial developments distributed to 
the states. Mr. MacBean pointed out 
that the NAIA committees have to 
decide what is controversial and sug- 
gested that if there is any question 
about the importance of a subject, it 
should be taken up with the executive 
committee. 

L. H. Darby of Warren, Ark., asked 
if the bureaus are accepting the re- 
commendations of NAIA any more 
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MacBean replied, much more readily. 
He cited discounts for compact cars 
as one example. 

William R. Lee of Chehalis, Wash., 
vice-chairman of the casualty com- 
mittee, observed that a committee 
sometimes gets information from a bu- 
reau or organization on a confidential 
basis. Perhaps, he said, the National 
Board of State Directors could lay 
down ground rules under which the 
bureaus could furnish information in 
advance for discussion. 

Edward J. Bachman of St. Paul said 
that the most rapidly growing sector 
of the economy is in the franchise 
field. His agency has made a special 
study of the field and has figured out 
how to handle this type of business. 

Mr. MacBean observed that the 
franchise feature of the bureau plan 
is perhaps more questionable from the 
agent’s viewpoint than the non-owner- 
ship part. 

Porter Ellis of Dallas, NAIA pre- 
sident, said that the bureau had co- 
operated fully and readily with NAIA 
when the executive committee asked 
for copies of the plan. 

The states in which the plan re- 
portedly has been approved are Alas- 
ka, Arizona, Arkansas, Connecticut, 
Delaware, District of Columbia, Geor- 
gia, Idaho, Indiana, Kentucky, Maine, 
Massachusetts (for PDL), Missouri, 
Montana, Nevada, New Hampshire, 
New Mexico, North Carolina (except 
for auto), North Dakota, Oklahoma, 
Oregon, Puerto Rico, Rhode Island, 
South Carolina, South Dakota, Tennes- 
see, Utah, Vermont, Washington, and 
Wyoming. 


Gopher 1752 Club Plans 


Clinics In Six Cities 


The Gopher 1752 Club is holding a 
series of clinics in six Minnesota cities 
in cooperation with Minnesota Assn. 
of Mutual Agents, which will hold its 
regional meetings in the same cities 
whenever possible. 

The clinics will be held in Austin 
Oct. 10, New Ulm Oct. 11, Marshall 
Oct. 12, St. Cloud Oct. 17, Fergus Falls 
Oct. 18, and Thief River Falls Oct. 19. 
Farmowners will be covered by Ho- 
ward Tow, Western Mutual; Thomas 
Renard, Home Mutual, and John Cum- 
ming, Austin Mutual. Multi-peril forms 
will be reviewed by Vic Janz, West 
Bend Mutual; Wayne Boysen, Iowa 
Mutual, and Stan Schaefer, Farmers 
Home Mutual. Thomas O’Malley, Mil- 
waukee Auto Mutual, and John Mc- 
Grew, Shelby Mutual, will take up 


readily than they used to do. Yes, Mr.OL&T and M&C. 
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Gives Sharp Analysis 
Of Marketing Trends 


(CONTINUED FROM PAGE 10) 


outset, so that the company could not 
exist. It is, on the other hand, a declin- 
ing factor in some classes of business. 
One example is automobile, in which 
the statutes of provincial governments 
have created a public demand, so that 
the “yes” or “no” of the sale has been 
decided in advance, and it has become 
a matter of how much coverage to sell. 
The second factor—the service after 
sale—is the joker in the agency sys- 
tem’s deck, because it is such an es- 
sential part of the business, and be- 
cause it adds so much to the cost of 
operation under present methods. 


Variation In Details 


The independent agents perform 
service functions, each in his own way. 
There are not as many different ways 
as there are agents, because by now 
the agents’ associations and the busi- 
ness forms people have done a great 
deal to disseminate ideas on sound 
agency office practice. A few compa- 
nies, like his own, have also shared 
in this good work, Mr. Wright said. 

But there is still a great deal of var- 
iation. If an agent has a dozen com- 
panies in his office, he is likely to have 
almost a dozen different ways of hand- 
ling detail. In the cold, hard business 
world of the 1960s, individuality is an 
expensive luxury. This is especially 
true when the agent, whose first duty 
to his companies and to himself as a 
salesman, is so cluttered up with of- 
fice detail that he hasn’t time to get 
out and sell. 

It is possible that in the last 10 or 
15 years a lot of agents have become 
confused about their true purpose in 
life, Mr. Wright observed. The boom 
in business in many parts of Canada 
has tended to make selling a forgotten 
art, and the constant changes of rates 
and forms, which the companies in 
their crazy competitive clatter have 
thrown at the agents, have kept them 
up late at night just trying to keep 
up to date. 

If payment “in kind” is as good as 
or better than payment in cash, it is 
incumbent upon the companies to con- 
sider the plight of their agents, and so 
to develop their routine processes that 
an agent’s office work can be mini- 
mized, to let him find time to get out 
to sell more new business and give 
really productive service. Unfortunate- 
ly, when companies follow this ad- 
vice, and start talking about things 
like direct billing, most agents, like all 
good conservatives, become reaction- 
ary and want no part of it. Mr. Wright 
can only believe that this is because 
of more confusion, founded on the sus- 
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R. I. Agents To Eye 
Packages At Annual 


A panel on package policies will 
highlight the annual meeting of Rhode 
Island Assn. of Insurance Agents to be 
held Oct. 16 at Sheraton Biltmore Ho- 
tel, Providence. 

Participating are Richard N. Wear, 
Providence; William B. Collins, divi- 
sional manager New England Fire In- 
surance Rating Assn.; A. A. Longway, 
Providence manager General Adjust- 
ment Bureau; Herbert F. Taft, agency 
supervisor Aetna Casualty; and Wal- 
ter T. Mathews, instructor Hartford 
Fire’s training school. James Gold- 
smith, Providence, is moderator. 

Talks on automated agency account- 
ing will be given by Paul O. Dow, 
treasurer NAIA, and Eugene A. Toale, 
secretary Recording & Statis- 
tical. Dave Johnson, Pensacola, is the 
banquet speaker. 


Buffalo Insurance Field Club has 
elected Charles E. Hall, Springfield- 
Monarch, president to succeed John 
E. Ebdon, Royal-Globe. Other new of- 
ficers are Myles W. Rowan, St. Paul 
F.&M., vice-president, Edward F. 
Woelfle, America Fore Loyalty, secre- 


tary, and Charles F. Ellard, Com- 
mercial Union-North British, treas- 
urer. 


Service beyond the treaty 


Reinsurance 
AGENCY INC. 


JACKSON BLVD. 
CHICAGO 4, 'LLINOIS 


141 W 


VYABASH 2-7515 








picion that direct billing necessarily 
implies direct writing, which is not 
the case. Direct billing is merely a 
method of collecting a premium, “af- 
ter the sale has been made by the 
agent.” 


Analyzes Ads 


Turning to the trend toward con- 
sumer advertising, Mr. Wright said 
that this does not reach 100% effec- 
tiveness unless it is followed up by the 
salesman’s call. Accordingly, national 
advertising demands direction of sales 
effort on a national scale. But the 
agency companies do not control their 
selling force. They have no right what- 
soever, not even the privilege, of re- 
quiring their agents to “do this or 
that” in any sales campaign they may 
devise. They can only suggest, or ask, 
or appeal, and hope for the best. Com- 
pany representation being what it is, 
an independent agent might find him- 
self saddled with half a dozen sales 
campaigns at the same time—for dif- 
ferent companies. The best the agency 
companies can do by way of organiz- 
ing sales effort is to put out large 
numbers of field men whose job is 
primarily sales promotion. These men 
must have training in selling, as well 
as knowledge of technical aspects, if 
they are to be of real help. 





LOOKING FOR 


Long Haul Coverage? 


Charles A. Pollock. J: 


Vincent J. Cuddy 





VV Fire Theft 
Collision 
V/ Cargo 


\/ Workmen’s Comp. 
V/ Long Haul 


Liability 

\/ Immediate Binding 
Authority 

VY Excess Limits 
All Classes 





Licensed Prominent 
American Stock 
Insurance Companies 


S:rsoar0 UD socnsnrr NC. 


P. O. BOX 659 © 228-1346-7 @ BURLINGTON, N. C. 


35 





@ PRIME LOCATION 


@ CLASS A BUILDING 


@ TOP TRANSPORTATION 





IN SOUTHERN CALIFORNIA 


MAJOR OFFICE BUILDING 
TO BE SOLD 


Blue chip Wilshire area, 9 minutes 
from Los Angeles City Hall. 


49,000 square feet, built 1951, filtered 
air conditioning, plentiful parking. 


Close to 700 miles of freeways, excel- 
lent public transportation, airport and 
helicopter service. 


William W. Banks 
Phone MUrray 1-3063 or write B-9, National Underwriter, 
175 W. Jackson Blvd., Chicago 4, III. 
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New Commercial Form Packages 


(CONTINUED FROM PAGE 16) 
cally edited for use with the CCP 
would result in duplication of certain 
terms, the intent or scope of such en- 
dorsemenis would not be affected. 

The all risk of physical loss en- 
dorsement is a new restatement of 
this coverage and as broad as or 
broader than similar coverage pres- 
ently available. 

Buildings, auxiliary buildings and 


personal property must be _ insured, 
and an automatic minimum limit of 
$1,000 of additional expense is granted 
without charge. The minimum for li- 
ability is $150,000. Minimum annual 
premium is $1,100. The policy is sub- 
ject to underwriting and rate review 
not less frequently than annually. 
The minimum coinsurance require- 
ment is 80% for scheduled policies, 
but not less than 90% for blanket 











PITTSFIEtco. 
Founded (835 


SAVINGS... 


Selected Insurance Risks qualifying for the Mutual 
Fire Underwriters Association of New England are 
saving as much as 20% in insurance costs without 
any reduction in agency commission. 


Ask the Berkshire Man about the SIR plan. 


BERKSHIRE 


Se) MUTUAL INSURANCE COMPANY 


MASSACHUSETTS 
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policies, subject to the filed credits 
for higher coinsurance factors. In- 
sured may elect to apply deductible 
provisions to all named perils or to 
only windstorm, hail, and burglary. 

Although it is a leading proponent 
of packaging, Chubb & Son has long 
wondered how many more packages 
agents could handle. In developing 
CCP, the company’s first step was to 
talk with agents and with those mem- 
bers of its own personnel who are in 
touch with agencies. The object was 
to explore the best means of achiev- 
ing a precision policy of maximum 
use to producers. 

The comments and advice of agents 
and company personnel bolstered the 
company’s conviction that to be of 
maximum use a package must be 
simple, competitive, and salable. The 
conviction also grew that a worth- 
while package must be drawn to a 
basic pattern which can then be used 
to make the contract fit the customer, 
rather than squeezing him into a mold: 


Is Radical Departure 


CCP is a radical departure from 
typical policies in several respects. 
The format has been designed for 
convenience. By the graduation of the 
length of the sheets comprising the 
policy, the format presents a _ self- 
finding and labeled index, permitting 
rapid access to the various portions. 

he company has selected the words 
and phraseology used in CCP to as- 
sure maximum readibility and under- 
standing. In addition, there is a glos- 
sary section of words and phrases in 
common use in the insurance business. 
In this glossary, the words and phra- 
ses are printed in red, followed by 





Chicago Jury Awards 
$225,000 For Auto Accident 


Defendants in personal injury cases 
in Cook County last week won seven 
decisions to six favoring plaintiffs, 
while two juries were deadlocked; but 
the winning plaintiffs in one case took 
home a total of $225,000 for an auto- 
mobile accident in which the defend- 
ant was killed. He was on his way 
to deliver plans to the president of 
his company and at 70 miles an hour 
crossed the center line to pass slower 
traffic and was involved in a head-on 
collision. 

Cook County Jury Verdict Reporter, 
the publication that presents weekly 
information on the personal injury 
court situation in Chicago, notes that 
since the courts opened Sept. 1 there 
have been 19 verdicts for plaintiffs, 
17 for defendants and three dead- 
locked juries. 

Total damages awarded come to 
$304,253, more than two-thirds of it 
in one case, with plaintiffs demanding 
$367,100 against offers by defendants 
in those cases of $179,300. 


Barry To Speak In Detroit 


Featured speaker at the luncheon 
meeting of Detroit Assn. of Insurance 
Agents Oct. 17 will be John Barry, 
president Corroon & Reynolds. His 
topic will be rate deviations. 


Inter-Regional Insurance Confer- 
ence is distributing to high school 
guidance counselors in 12 northeast- 
ern states a brochure on the 1962 
scholarship program sponsored by 
seven eastern fire rating bureaus. The 
grants are four year scholarships to 
University of Maryland for studies 
leading to B.S. degrees in fire pro- 
tection. 





October 6, 195] 


their definition in black. In the con- 
tract itself, these key words and 
phrases also appear in red, so that 
anyone can refer back to the glossary 
for their exact meaning. 

Chubb & Son is currently holding 
extensive training sessions for its own 
people who will be charged with aid- 
ing agents in the marketing of this 
new product. Following these com- 
pany sessions, meetings will be held 
with producers to acquaint them with 
the advantages of the contract and its 
salability in direct relation to the pro- 
ducer’s particular market area. 
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A STOCK COMPANY 





Complete Auto Coverage, 
Workmen’s Compensation, 
Dram Shop, Beauty Parlor, 
Physicians, Dentists, and 
Hospital Malpractice 
Liability, 50/50 Glass, 
O.L.&T. and All Forms Of 
Burglary. 

Preferred Rates For Better 
Risks—Quick Quotations. 
All Casualty Lines Except 
Primary Auto PL & PD And 
Work. Comp. Considered 
Outside Illinois. 


Phone 


HA 7- 
0439 














EASY PAYMENTS AND 
SHORT TERM POLICIES. 
“Our Service Is Better” 
Write or visit 


327 S. La Salle St. Chicago 4, Ill. 














FREE 
PARKING 


(while space is available) 


FOR REGISTERED GUESTS 
IN DOWNTOWN 


DETROIT 


FAMILY RATES 
No Charge for Children 12 and Under 


In the center of all downtown activities. Newly 
decorated. Ultra modern, comfortable guest 
rooms. Excellent food ot moderate prices in 
our modern coffee shop and cafeteria, 
Radio, Television Room Available, 
Air Conditioned rooms in season, 











800 ROOMS 
WITH BATH 


4 cass 
fren pee 
Hotel 


TULLER 


FACING GRAND CIRCUS PARK 
DETROIT, MICHIGAN 


Harry E. Paulsen, Gen. Mgr. 























3m 











‘ 




















Ky. C 
Lama: 
Libert 
Libert 
Life & 
Life « 
Life « 
Life I 
Linco 
Loyal 
Mary] 
Mass. 
Mass. 
Merck 
Midw 
Missic 
Monu 
Natio} 
Natio! 
Natio. 
Natio. 
Natio! 
Natio! 
Natio! 
New 

North 




















XUM 


October 6, 1961 


Monthly Stock List 
Presented In Full 


(CONTINUED FROM PAGE 33) 
12/30/60 6/30/61 9/29/61 
Ky. Central L. & A. ........ 11 12% 14 
Lamar Life .... 
Liberty Life ...... 
Liberty Natl. Life . cas 
Life & Casualty ....... -- 16% 22% #28 
Life of Georgia . 
Life of Virginia . 
Life Ins. Investors .... 
Lincoln National Life 
Loyal Protective ....... 49 55 75 
Maryland Casualty 
Mass. Indemnity 
Mass. Protective 
Merchants Fire ....... 35 42 39 
Midwest. United Life 
TOE. . cceseesiccsninsninescvcnss 
Monumental Life ...... 
National Fidelity Life ....... 
PRtROM, FES cccccccececscssses = 136 149 













National Old Line 
National Reserve Life 
National Union ............ . 40% 48% 45 
Nationwide Corp. . 
New Hampshire ...... 
North Am. Life 














North Am. Life & Cas. ... 132 175 235 
pT 12% 22 24 
North Central Co. . 9% 15% 14% 











North River .......... 41% 46% 44 
Northern Ins. .. 41% 46 44% 
Northern Life o......... ccs 130 168 189 
N. W. National Ine. ............... 86 102 102 


N. W. National Life .. 
Occidental Life, N. C. sai 
Ohio Casualty .......... oo a 29 28% 
Ohio State Life we 

Old Line Life .... 
Old Republic Ins. ... 
Old Republic Life . 
IE ccsiasseseniicsdaniotinns 
Pacific Indemnity . 
Pacific National Life . 
PeOTICES .......0.c0c0000 
Peninsular Life 
Peoples Life ........ 


Philadelphia Life ............... 49% 75 92 
Piedmont Southern Life .. 59 69 94 
WINE. csscststescaseecciscctcaces — 102 117 







Postal Life ....... 
Protective Life ....... 








Prov. Washington .............. 18% 22% 23 
Prov. Life & Accident ........ 81 140 164 
Quaker City Life ................ 3934 55% 6914 
Reinsurance Corp. .............+ 21% 23% 23 
Reliance 5358 63% 61% 
Republic 27 32% 34% 
Republic National Life ... 33% 170 70 
BIE -cassecseitasiahnsetsscatpisessenseett 11 19 191 


St. Paul F. & M. ... 
Seaboard Surety .. 








a ox. oe 66 85% 
Security Life & Acc. ........ 33 6542 82 
Security Life & Trust ...... 41% 55 71 
BOUTIN TACO ociceccsscceseresces 88 113 155 
Southwestern Life soak 92 108 
Springfield _................... 33 365, 40% 
Standard Life, Ind. . 4912 59 74 
Transamerica .............. 26% 34 4058 





Travelers veces, 93 122% 162 
Trinity Universal ...... 
Truck Underwriters 










SE 54 58 
#United Pacific Corp. ...... 18 28% 32% 
United Services Life .. 40 7 125 
U.S. FL. & G 41% 57% 65 
VU. B. Fire wn 3042 35% 33 
U. S. Life eds 34 70 74% 
PUREE. sosectscasntinccssbecisesessios . 28% 27% 33 
Variable Annuity Life ...... 8% 11% 138% 


WRCRIE TEE ccvcesccecessescoseses . 94 100 108 
Volunteer State Life . Ke 57 70 78 
Wash. National ......... ; 36 57% 63 
West Coast Life .... a, 48 4914 
Westchester Fire ................. 33% 38% 36% 
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porlioul Dates iw Lwurauce Kilby 


Colo. Agents Meet 
Set For Oct. 19-21 


Colorado Insuror’s Assn. will hold 
its annual convention and trade fair 
Oct. 19-21 in Colorado Springs. 

Wallace Koster, Salida, will moder- 
ate a panel on how to analyze a com- 
pany. Participants will be William R. 
Kersten, Denver, secretary of the as- 
sociation; Ernest S. Abramson, Den- 
ver, and George A. Heavers, Montrose. 
An analysis of premium finance plans 
will be moderated by Joseph E. Pells, 
Dnever, with panelists Cy Salzer, gen- 
eral manager Colorado Insurance Ser- 
vice; Norman V. Coleman, Colorado 
Springs, and Thurston H. Jenkins, 
Denver. 

A formal debate will be held on 
the desirability of personal lines direct 
billing for the independent agent. 
The session will be refereed by Bret 
Kelly, Pueblo. Debaters pro will be 
Howard Hutson, Denver, and William 
M. Weir, agency supervisor for Aetna 
Casualty at Denver. Those contra will 
be Joseph H. Silversmith Jr., Denver, 
and Maurice G. Baker, Colorado 
Springs. 

Among other speakers will be Mor- 
ton V. V. White, Allentown, Pa., NAIA 
federal affairs committee chairman, 
and Commissioner Beery of Colorado. 


Blackford May Quit 
As Commissioner 


(CONTINUED FROM PAGE 2) 
Williams, who now is assistant secre- 
tary of state for African affairs. Mr. 
Blackford, who succeeded Joseph A. 
Navarre, Jackson attorney, in the 
department post some 2% _ years 
ago, previously had served as an ad- 
ministrative aide to Williams, later 
became chairman of the state liquor 
control commission by his appoint- 
ment, and still later head of the state 
employe pension system. He also 
served as research director for the 
governor’s advisory committee on gov- 
ernmental reorganization and, in that 
capacity, recommended abolition of the 
insurance department as a separate 
supervisory agency, making it merely 
a division of a broader bureau in- 
cluding the banking department and 
corporation and securities commission. 

The commissioner said he regards 
the Michigan Surety opinion of the 
supreme court as a vindication of his 
stand and he feels free now to enter 
some other field of endeavor. He has 





12/30/60 6/30/61 9/29/61 
Western Cas. .......... 38% 56 
Wisconsin Natl. 2842 36% 44% 
*Owns Home Life, Pa. 
+Owns United Pacific Ins. 
**Bid price at May 31 
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Benjamin Franklin headed the list of directors. 


In 1925 GULF INSURANCE WAS ORGANIZED- 


Today the Gulf Group is 


Texas’ Largest Fire and Casualty 


Operating exclusively on the ‘‘American Agency System” 





GULF INSURANCE COMPANY 
ATLANTIC INSURANCE COMPANY 
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WANT ADS 


Rates—$25 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 
40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 
175 W. Jackson Blvd. Individuals placing “Situation Wanted” ads are requested to make 


THE NATIONAL UNDERWRITER 


payment in advance. 








UNDERWRITERS 
AUTO CASUALTY 


Men with 2-5 years experience and poten- 
tial. Outstanding fringe benefits. 
Salary Open. 


Location: Buffalo, N.Y. & Wash. D.C. 


Write full particulars including salary re- 
quirements or call for appointment or drop 


in at Personnel Dept., 14th Floor. 


The Fund Insurance Co. 
110 William St., N.Y. 38, N.Y. 
BA 17-2400, Ext. 292 


INSURANCE EXECUTIVE WANTED 


One of our clients has an excellent opening 
for a top-level management man with a 
record of successful experience in Fire and 
Casualty insurance, with a well-rounded 
background in underwriting, claims, produc- 
tion, etc. This will be a key administrative 
position, with headquarters in New York. 
All replies will be kept strictly confidential. 
Please send full details and resume to: Ad- 
vertising Agency, Dept. FV, P. O. Box 226, 
Church St. Station, New York 8, New York. 


FIRE AND CASUALTY 
SALES MANAGER 


This is a new position with a rapidly grow- 
ing multiple line mutual insurance company. 
Must be capable by past experience and 
accomplishment to direct the activities of 
special agents so that effective use of time, 
sales promotion, agency appointments, 
service, and training is established. Must 
be capable of research and sound analysis 
to develop increased effectiveness in the 
above areas. This ground floor opportunity 
has excellent growth and financial oppor- 
tunity. Address replies to NY-70, National 
Underwriter Co., 17 John St., New York 
38, New York. 




















ANALYST 


In our Research and Development department 
your work in analyzing results, new product de- 
velopment and preparing written reports will 
keep you in constant contact with our top 
Underwriting Personnel as well as company of- 
ficers. A capable person will assume consider- 
able responsibility. A B.S. or a B.A. degree and 
a good background in underwriting, insurance 
research, or insurance statistical work are essen- 
tial. Company has excellent employee benefits. 
Submit complete resume including salary re- 
quirements to A-95, National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Illinois. 


REINSURANCE MAN 


Large, century-old, capital stock, 
multiple-line insurance company 
seeks experienced reinsurance man 
for new position. Write full details 
of background and salary expected. 
Reply confidential. Address B-27, 
National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Illinois. 


SPECIAL AGENTS 
OR ACCOUNT EXECUTIVES 


We are looking for experienced special agents 
and account executives to represent large com- 
pany producing automobile insurance. Now con- 
sidering applications for Michigan, Pennsylvania 
and Texas. Excellent opportunity for good earn- 
ings and advancement. Send resume to B-28, 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 




















All-Risks Corporation, experienced manag- 
ing general agents for Michigan, can pro- 
vide Branch Office facilities to established 
local agencies ready to produce profitable 
volume for an additional specialty carrier, 
admitted with filed rates or non-admitted, 
using over manual premiums. Reply to 315 
E. Jefferson, Detroit 26, Michigan. 


SALES OPPORTUNITY 


Aggressive Ohio mutual agency group 
needs young field men for Ohio and Indi- 
ana. Growth opportunity for territory and 
for man. Needs at least 3 years multiple 
line experience and sales skills. Write your 
qualifications in brief letter to Bob Steinke, 
Sales Mgr., Celina Insurance Group, 315 S. 
Main St., Celina. All replies acknowledged. 


SPECIAL AGENT — WANTED 


State Farm Fire and Casualty seeks to em- 
ploy an experienced ambitious special 
agent. Opportunity for advancement, 
salary, employee benefits, and working con- 
ditions are exceptional. Confidential in- 
quiries may be made by contacting Re- 
gional Vice President Myron Dean at 4600 
25th Ave., N.E., Salem, Oreg. Location 
would probably be in Northwest, but other 
locations available. 














CASUALTY 


UNDERWRITER NEEDED 


All Lines, for Ohio Stock Company Home Office. 
Experience on Commercial Accounts, Supervision 
and capacity for promotion are essential. Stand- 
ard Company benefits. Send resume to B-24, 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Illinois. 











CASUALTY 
MANAGER 


Unusually successful national multiple line com- 
pany seeks an experienced Casualty Underwriter 
with Workmen's Compensation experience as 
Casualty Manager. Minimum of 8-10 years under- 
writing experience with at least a part super- 
visory. Excellent opportunity for the right man. 
Please send complete details in confidence to 
B-15, National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 


"Wanted: General Agency Contract for 
State of Tennessee with aggressive Casualty 
Company with good rating and facilities. 
Should be interested in developing com- 
mercial fleet and general casualty lines for 
sizeable risks. We have the experience and 
nucleus from which to develop substantial 
business thru local agents statewide. Reply 
B-22, National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill., and we will 
contact and discuss details." 





For Sale-Chicago General Insurance Bro- 
kerage business to reliable concern. Pre- 
mium income approximately $275,000. Reply 
B-26, National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Illinois. 








AVIATION SPECIALIST 











EXECUTIVE AVAILABLE 


22 years experience in Underwriting and Produc- 
tion—FIRE and CASUALTY including Surplus and 
Excess lines. Can set up NEW OPERATION. 
Married—age late 40's—Will relocate. Write 
B-19, National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Illinois. 





Capable of handling engineering, underwriting 
and claims. Should be licensed, experienced 
pilot. Requires executive ability to handle avia- 
tion department for progressive mid-west multi- 
ple-line company. All replies confidential. Send 
resume with salary requirements to B-20, Na- 
tional Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 














FIRE AND CASUALTY ADMINISTRATOR 


President, general manager of auto specialty 
company thirteen years, now sold. CPCU, age 
43. Heaviest experience in sales, underwritiag, 
but good background in all phases. Write A-44, 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Illinois. 


Special Agent for Stock Casualty Company 
Chicago and suburbs. Off Manual Rates 
for most lines. Free Life, Hospitalization 
insurance and other benefits. Phone Mr. 
Schaack, SHeldrake 3-3980 or write B-18, 
National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 


WANTED 
CASUALTY COMPANY 


Baltimore's fastest growing general agency needs 
company licensed in Maryland to write sub- 
standard primary coverages on general liability. 
Write B-21, National Underwriter Co., 175 W. 
Jackson Blyd., Chicago 4, Ill. 




















GENERAL AGENTS WANTED 
Standard or sub-standard automobile physical 
damage business, including finance, for states 
of Texas, T ee, Oklah . Top flat com- 
mission. Write today giving volume available 
to B-2, National Underwriter Co., 175 W. Jack- 
son Blvd., Chicago 4, Illinois. 





ACCOUNTANT 


3/2 years public accounting and 4 years home 
office level as Ass't. Controller. Desires position 
as controller or possibly assistant in multiple 
line co. Degree. Reply to B-25, National Under- 
writer Co., 175 W. Jackson Blyd., Chicago 4, Ill. 


Broker and Underwriting Agent in Holland 
wants to represent U.S.A. Company in the 
European Market. Multiple Line and rein- 
surance business. Interested companies, 
please write B-23, National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 














NEW MEXICO FIELDMAN 


New Mexico General Agency has opening for 
fieldman experienced in Fire and Casualty. Car 
furnished. Salary and advancement commen- 
surate with ability and results accomplished. 
Contact Pacific Service Company, P. O. Box 
1718, Albuquerque, New Mexico. 











ATTORNEY 

New Jersey Resident 
Experienced Trial Attorney for heavy cases. Must 
be admitted to N. J. Bar. We are a top firm 
located in Newark, N. J. and will pay a high 
salary for qualified man. Our attorneys know of 
this ad. Please send resume to B-32, National 
— Co., 175 W. Jackson Blvd., Chicago 
, Illinois. 








UNUSUALLY FINE OPPORTUNITY 


in Minnesota for a field man capable of handling 
established agency plant for multiple line group 
with special incentive filings. We want the best. 
Write B-31, National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 
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been dissatisfied with the commis- 
sioner’s salary of $11,500, which is 
some $3,000 less than some civil ser- 
vice positions in the same depart- 
ment pay. He said he has no plans 
to entisr any field connected with in- 
surance. 

Meanwhile, formal action is expected 
sometin e this week to implement the 
high ccurt order in the Michigan 
Surety matter, reestablishing a de- 
partmen{sl custodianship, probably 
under active charge of Donald W. 
Fritz, chief examiner of the depart- 
ment, who was deputized for the job 
by Commissioner Blackford when the 
previous custodianship was in opera- 
tion. 





Deaths 


(CONTINUED FROM PAGE 32) 
honorary deputy fire commissioner, a 
member of the arbitration committee 
of the old New York Fire Insurance 
Exchange, and was past president of 
the local public adjusters’ group. For 
his efforts to improve public adjusting 
he was elected the only honorary 
member of National Assn. of Public 
Insurance Adjusters. 


ANDREW J. DOLAK, 65, agent at 
Youngstown, O., for 25 years, died 
there. 


RICHARD J. SHERIDAN, 43, agent 
at Lancaster, O., was fatally wounded 
while cleaning a rifle. 


ARTHUR H. HAYUM, 70, New York 
attorney who represented many fire 
and casualty insurers in defense work 
and formerly was associated with Na- 
tional Surety, died. He lived at East 
Rockaway, L. I. 


JOHN W. BEEDLE, 55, founder of 
the Beedle agency at Nashville, Mich., 
died at his home there. He founded 
the agency in 1951 after earlier expe- 
rience in the merchandising field. 


HORACE H. POUTCH, 80, retired 
Louisville agent, died. He had been a 
partner in the agency today known as 
J. M. Hennessy & Son. 


JAMES C. HEYER, 75, retired vice- 
president of Loyalty group, died at 
Miami. He retired in 1947 after serving 
Loyalty 22 years, 18 at the home office. 





CADILLAC ASSOCIATES, INC. 
Insurance Bivision 

29 E. Madison Bldg. 

Chicago 2, Illinois 


e@ As the country’s largest executive 
placement service, we can find a man 
the career opportunity of a lifetime. 


e@ Our national coverage puts us in 
touch with employers in any part of 
the country. 


e@ Employers call on us in their search 
for EXECUTIVE Personnel. 


@ Opportunities are currently available 
in all categories: LIFE, FIRE, CASU- 
ALTY, BOND, A&H. 


@ CADILLAC is where more executives 
find their positions than any where 
in the world. 

H. J. ROBERTS, 
Manager - Insurance 


All inquiries and contacts 
are confidential. 
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(CONTINUED FROM PAGE 1) 


emergency operations in the insurance 
business in the event of a nuclear war. 

The interesting meetings of the 
NAIC leaders will be in executive ses- 
sion. Agendas have not been published, 
but no crystal ball is needed to know 
that the Kefauver subcommittee re- 
port is of paramount concern and that 
the commissioners also are dealing 
with the problem of conflict of inter- 
est and the likely possibility that the 
Senate subcommittee will resume 
hearings on the subject of surplus line 
insurance regulation. 

It is understood that in December 
when NAIC holds its winter meeting 
in Dallas the Gerber subcommittee 
will have the Kefauver report on its 
agenda. The report was so strong in 
its criticism of state regulation that it 
cannot be ignored by the commis- 
sioners, even though they attempted 


‘e+e. 4 4.4 & 2 2 D 
ATTENTION MANAGEMENT 


* Our nationwide executive recruiting efforts ” 
% are handled with discretion and in complete y 
confidence at all levels. The following can- 

x didates are representatives of our efforts: » 

VICE PRESIDENT: Multiple lines 
x $15,000.00 * 
CORPORATE OFFICER: Multiple lines 
$12,000.00 * 
REGIONAL MANAGER: Multiple lines 
$12,000.00 * 
CASUALTY U/W MANAGER: Multiple 





* * 


¥* lines $10,000.00 * 
CLAIMS SUPERVISOR: Multiple lines 

* $8,000.00 * 
FIRE RATER AND U/W $6,000.00 


The above are all employed, college degrees * 
and in the right age bracket. 


Contact * 
CARL H. BEEKMANN 
LON BARTON ASSOCIATES 


3275 waren Se, Los Angeles 5, Calif. * 
111 





Unkirk 5-9 
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("DIRECTORY OF RESPONSIBLE“; 


INDEPENDENT 
ADJUSTERS 











cS, q. Kenaghen & 0,. Dud. 


INSURANCE ADJUSTERS 
WINNIPEG, Manivosa, 138 Portace Ave. East, TEL. WH 3-5476 
BRANDON. MamTopa, 106- 11TH STREET, TMLAPHONE PA 9-4063 
KENOMRA, ONTARIO, 114 MaIN ST. SOUTH. TMLEPHONE HO 8-7889 
DRYDEN, Ontario, 80x 1552, TeLePHONE 217 
IN CAMADA COVERING MANITOBA AND WESTERN ONTARIO 
ADJUSTING AND INVESTIGATING FOR COMPANIES ORLY 








SCOTT 


WETZEL CO. 





INSURANCE ADJUSTERS 


Day or Hisht efflees: Opdon Utan Pree’ Utan? 
ay or fi ees: jen, A : 
Idahe Fa 3, Idahe; Poeatelte, Taahe: Tela Fails, idahe 








Spangler Adjustment 


Inspection Service 


ALL LINES 
880 E. Bread St. 12412 North 7th St. 
Columbus 5, Ohio Zanesville, Ohio 
Tel. CL 2-2322 Tel. GL 3-5379 











MORRELL P. TOTTEN & COMPANY, Inc. 


General Adjusters—All Lines 


ALASKA CALIFORNIA OREGON 
Ancherage Eureka Pertiand 
Fairbanks Fresne WASHINGTON 
Ketchikan Los Angeles Seattle 

San Frencisce Spokane 
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NAIC Leaders To Meet At Chicago 


to vrush it off in advance at Phil- 
adelphia by voting to endorse prior 
approval rate regulation. Donald 
Knowlton of New Hampshire advised 
the commissioners to wait until they 
had a chance to study the Kefauver 
report befor taking a stand. He was 
the only commissioner, it is under- 
stood, who voted against adoption of 
the Gerber subcommittee report. 

By voting for the Gerber report over 
the protests of industry and the 
counsel of Mr. Knowlton, the com- 
missioners put themselves on the spot, 
and the Senate subcommittee is taking 
shots at them. The merits of the report 
ceased to be of consequence the min- 
ute the vote was taken. The industry 
people wanted a chance to study the 
report and comment on it. When that 
was denied the issue changed from the 
merits of the report to the question of 
the type of rate regulation that was 
to be supported. 


Joe Hunt’s Opinion 


Joe Hunt of Oklahoma told the com- 
missioners at Philadelphia that they 
should thumb their noses at Congress, 
and Francis Smith of Pennsylvania 
urged that NAIC come to grips with 
the issue and make a decision without 
waiting for the Kefauver report. NAIC 
got itself out on a limb by acting in 
such an unprecedented hasty fashion, 
and it appears that some backtracking 
will be necessory. How far back the 
commissioners will have to go is prob- 
lematical. They certainly won’t reverse 
themselves at Dallas, but starting next 
week they will have to begin to re- 
cognize that they are fighting a formi- 
dable foe in the U. S. Congress. Sen. 
Dodd of Connecticut, who will have 
charge of future insurance hearings, 
already has declared, in a talk to Zone 
4, that Sen. Kefauver’s urging that 
the no prior approval approach be 
taken was “no idle threat.” In effect, 
the senator told the Zone 4 commis- 
sioners that it is either the type of 
competition that the Senate subcom- 
mittee is advocating or it is federal 
control. 

As one observer commented, even a 
10-year old child could understand 
that message. 


Vt. Agents Censure Move 
To “Duplicate” Their Work 


Vermont Assn. of Insurance Agents 
at its annual meeting in Woodstock 
voted to censure the state’s commis- 
sion of administration for engaging 
out-of-state consultants to survey the 
state’s insurance program. The agents 
hold this is a duplication of work done 
by the association in March, 1960. 
They intend to send a resolution to 
this effect to the governor and to 
Commissioner Pingree. 

W. Leland Lawrence was named 
president to succeed Willard D. Cobb 
Brattleboro, who becomes state na- 
tional director. Bennett D. Bell, Rut- 
land, is the new vice-president, and 
Charles F. Black, Stowe, is secretary- 
treasurer. New members of the ex- 
ecutive committee are Douglas Shaw, 


Manchester, and Richard Kipp, Or- 
leans. 
N. Y. WC Rules Change 


New York Compensation Insurance 
Rating Board has issued and has had 
approved amendments to its manual, 
effective Nov. 1. on new and renewal 
business. 

One change provides that when the 
policy period for a long term policy is 
more than one year and 16 days and 


is not made up of complete 12 month 
periods, an endorsement must be at- 
tached to specify whether the first or 
last unit shall be considered as though 
it were a short term policy. 

Risk is redefined to mean insured 
operations—subject to New York pre- 
mium rates—conducted by any one 
entity or by two or more entities, in 
each of which the same person, group 
of persons or corporation owns the 
majority of the voting stock or com- 
prises a majority of the membership 
is that the word ‘majority’ shall 
mean the majority interest determined 
in accord with participation in the pro- 
fits by each general partner. 


Ill. Casualty Men To Hold 
An Automobile Workshop 


Illinois Bureau of Casualty Insur- 
ers will sponsor an automobile un- 
derwriters’ workshop Oct. 19-20 in 
Starved Rock state park. Charles 
Mohr, Indiana Ins., will lead a dis- 
cussion of agency underwriting; 
Spence Broughton conduct a session 
on making the proper use of inspection 
reports, and Dale Smucker, Ohio Far- 
mers, will take up merit rating. An 
open discussion of problems in auto 
underwriting will be moderated by 
Roger K. Anderson, Inter-Insurance 
Exchange of Chicago Motor Club. 

The committee in charge of the 
workshop is comprised of Robert E. 
Hatcher, Illinois Nationa, chairman; 
Mr. Anderson, co-chairman; J. C. Bis- 
hop, Ohio Farmers, and Mr. Mohr. 
They will be assisted by Robert J. 
Icks and Edwin K. Stretch of the 
bureau staff. 


N. Y. Buyers Elect 


New York chapter of American 
Society of Insurance management at 
its annual meeting named Robert S. 
Gyory, General Telephone & Electron- 
ics Corp., president. New vice-presi- 
dents are Raymond A. Severin, Amer- 
ican Metal Climax, and Kenneth Be- 
yer, Anaconda Co. Walter Nangel, 
Celanese Corp. of America, is treasur- 
er, and Marie E. Turro, Great Lakes 
Carbon Corp., is secretary. 





Stocks 


By H. W. Cornelius of Bacon, Whipple & Co., 
135 S. LaSalle St., Chicago, Oct 3rd, 1961 


Bid Asked 

$ $ 
Peas CONG cawiiccsccnscsiscrersisiznes 145 150 
Aetna Fire 2... 117 120 
American Equitable 20 21 
American, Newark 29 30 
American Motorists 26 29 








Boston .... 37 3842 
Continental Casualty ......ccccce 109 110% 
Cereamn, Be FROCCOCT ccccccccccccccccsessssscsees 51 53 


Federal 67 69 


















Wireman. Wet secicccceesncciinitinnets 6242 63% 
GROMRGEE TI. . ewenestereessnenisnasions 165 175 
I II inci cstiessrctctacesnsscenntacsinesin 4442 4542 
GREGG LATOTICUTR .ccceeccsccecccenssreiiccecns 54 5542 
Co a 88 90 
TRUE. ceceettieinneen 4542 46% 
Be ORE Wi. sicctccinoneristiaiinn 62% 63% 
Ins. Co. of No. America . 103 105 
CD RS weenie 32 34 
Maryland Casualty .........ccccccccssseee 40 42 
PS, 148 152 
National Union ........ 444%. 46 
New Hampshire . ..............scscsscssssese 6142 63% 
FIL IN Spinccesectciiccicnniadnnnitin 44 46 
COR CI civccicttetineiceetntnsionies 28 29 
PPM COMING. siseninssssnncermnnccseniacens 118 122 
Prov. Wash. ........ 23 24% 
Reins Corp. of N. Y 23 244% 
Reliance 62 64 
St. Paul F. Sc M.. ......ccccccoee 85 87 
Springfield Insurance Co. 40 42 
Travelers 168 174 
US.F. & G. 64 6542 
Wie Mite IN Sastesssesiisietsigieshideceschdaudabiedianei 33 3412 
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Standard Oil Buys 
Imperial Cas. & Indem. 
As An Investment 


(CONTINUED FROM PAGE 1) 
cording to the company’s public rela- 
tions department, nor is there any 
plan at the present time for Standard 
Oil to insure its properties in Imperial 
Casualty & Indemnity. 

No changes are planned in the oper- 
ating personnel, agency relationships 
or general policies of Imperial C.&I. 
The home office will continue in Oma- 
ha. Oscar E. Voegtli, executive vice- 
president, will continue to direct the 
daily operations and will become pre- 
sident and chief executive officer. 


Incorporated In 1954 


Imperial Casualty & Indemnity was 
incorporated in 1954. Its capital is 
$500,000 and the net surplus Dec. 31, 
1960 was $873,005. The company 
writes primarily auto insurance with 
emphasis on the casualty side. Earned 
premiums in 1960 were $4,676,064 and 
the underwriting gain was $284,131. 

The excess of loss reinsurance is in 
Security Mutual Casualty of Chicago, 
which is owned by Swift & Co., the 
meat packing organization. 








‘“WANDA”’ 


© 


Wohlreich & Anderson 
Ltd. 
55 JOHN STREET 


NEW YORK, N. Y. 
DIGBY 9-3020 


B. J. Daenzer 
President 


Warehousemen’s 
Legal 
Liability 
All Risks Protection 
for Liability to 
Customers 


WANDA will help you 
select the coverage 
your client needs. 


LIMITS 
DEDUCTIBLES 
PREMIUM BASE 


“Wanda” know-how is 
available to all 
Brokers and Agents. 





Please give me full information on 
your facilities. NU-4 


ee 
ee 


ee) 


Mail to ‘‘WANDA”’ 
55 John Street, N.Y.C. 
“Wanda solves your problems” 




















Mr. Za puts boiler and machinery under same policy 


for motel or apartment!’ 


@ ... not just in same group, or same company, but the same 
policy, and at reduced rates! 

Z-A again leads in benefiting its Insuremen by benefit- 
ing their clients. 

Z-A Insuremen get more business from fewer calls with 
less paperwork because of progressive planning and under- 


writing. This is Insuremanship!* Want to be a Z-A Insure- 








man? Get in touch. We’ll respond! 











TNot yet available in all states 


® 


ZURICH INSURANCE COMPANY 

AMERICAN GUARANTEE & LIABILITY INSURANCE COMPANY 
ZURICH LIFE INSURANCE COMPANY (affiliate) 

ZURICH AMERICAN LIFE INSURANCE COMPANY (affiliate) 


111 West Jackson Boulevard, Chicago 4, Illinois, Phone: 922-3124 


OFFICES IN: New York, Boston, Providence, New Haven, Buffalo, 
Amsterdam, Orange, Philadelphia, Pittsburgh, Baltimore, Greens- 
boro, Charleston, Savannah, Atlanta, Birmingham, Canton, Cleve- 
land, Cincinnati, Detroit, Grand Rapids, Minneapolis, Milwaukee, 


Chicago, Jackson, Dallas, Des Moines, St. Louis, Kansas City, 
Denver, Seattle, Portland, Sacramento, San Francisco, Fresno, 
Los Angeles, Phoenix, Richmond. 


©1961 Zurich-American Insurance Companies *TM 
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